T’Sclean-up 

I season in 
most homes 
each spring- 

an ancient 
custom 
which could profitably 
be followed in every feed 
store. Get busy with a 
broom, a scrubbing 
brush and paint brush 
in your offices and ware- 
houses. Shift things 
around to make every- 
thing more attractive 
and convenient. You'll 
be surprised how cleanli- 
ness encourages business 
and, amid clean sur- 
roundings, you'll develop 
ambition to extend the " 
clean-up season to in- \ SAG 
clude your book account. 
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Cheapness 


is NOT the 
chief end of 


existence 


—but Quality is! In poultry 
raising this applies as in every- 
thing else. To have well ma- 
tured pullets of good weight 
that will lay in early Fall, it 
is necessary to feed Quality 
mashes during the all-impor- 
tant growing period. Cheap 
feeds will kill profits! 


WISCONSIN 


CHICK STARTER MASH 


Feature this tried-and-true Baby Chick ration for the first 6 or 8 weeks 
feeding. The right combination for this age. Results have determined its 
value. It costs less than Ic per chick per week to feed this Quality mash. 
Why should customers pay less and cheat themselves? 


WISCONSIN 


GROWING MASH 


Stock this famous mash for feeding after 8 weeks and up to five months. 


It gives fullest development to ‘growing birds. Early laying will result— 
and repeat sales for you! 


“Quality Always Wins” 


You'll profit more in the 
long run by ‘‘tying to’’ the 
Northern Milling Standard 
of Quality. Handle and fea- 
ture the entire, well-reputed 
Wisconsin line. WRITE TO- 
DAY for latest bulletins, 
price lists and literature for 
promoting sales on all ‘‘Wis- 
consin’’ poultry and dairy 
feeds. 


MILLING COMPANY 


WAUSAU, WISCONSIN Since 1883 
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ELGES PRODUCE = 


Se Redwood Falls, Minn. 


Washburn Crosby Co., 
Minneapolis, Minn. 


Gentlemen: 
Thought you would be interested in 
knowing of my success in handling Gold 


Medal ‘‘Farm-tested’”’ Feeds as well as 


Gold Medal ‘‘Kitchen-tested”’ Flour. 
9 Working on a mixed car plan such as 
you have and the exclusive tecritory pro- 
@ position that you have, puts a dealer on a 


basis that no one can compete against. 


We are selling nothing but Gold Medal 
Feeds and Flour and are shipping in on 


Easy to buy—and easy to sell! That’s what the Otto 
K. Melges Produce Company of Redwood Falls, Minn., more consumer acceptance than a aie 
rands 0! ee now of. 1 ish t 
found out about Gold Medal. you for your pend which 
you have. 
Read Mr. Melges’ letter at the right. See what he We can very highly recommend the 


thinks of the Gold Medal Mixed Car Plan—and the Gold dealers proposition. to those’ who have 
Medal exclusive dealer proposition. Also note his refer- " mot acquainted themselves on the above. 


ence to Gold Medal’s Consumer Acceptance! Otto K. Melges Prod. Co. 


by Otto Melges. 
Unconsciously, Mr. Melges has touched the three pri- 


mary factors which make the Gold Medal Franchise the 
ideal ‘‘set up’’ from the feed and flour dealer’s viewpoint. 
The Mixed Car Plan, the Exclusive Territory Arrange- 
ment, and Gold Medal’s remarkable Consumer Accept- 
ance built on the more than 50 years that Gold Medal 
has been a household word throughout America. 


Write for complete details. Do it now—today. No 
obligation—but plenty of 


Lamberton, Minn. oppor tunity. 
March 10, 1932 


Washburn Crosby Co. Inc., 


WASHBURN CROSBY CO. 
Gentlemen: 

I ure you will be interested in 
I have obtained GENERAL MILLS, INC. 
through feeding your Gold Medal Pig 
and Hog Meal. MINNEAPOLIS KANSAS CITY BUFFALO 


I have fed this feed now a little over 
a year and want to say that I would 
not attempt to raise hogs without it. 
It not only keeps the hogs in a good 
healthy condition, but lowers my cost 
of production. 

I fed out 115 head of last spring 
pigs on your Gold Medal feeding 
schedule. Put them on the market 
when seven months old, with an aver- 


age weight of 250 lbs. 
With the above results this should 
induce more feeders to use the Gold 
Medal schedule. 


Very truly yours, « why not now? 
it Farm Tested 
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Firms that spend money to build good will 
are less likely to do anything that might nullify the 
effect of their advertising than firms making no such 
investment. It will pay readers to trade with 
The Feed Bag advertisers for advertisements in this 
publication are accepted only from firms of known 
financial responsibility and established business in- 
tegrits. When buying—feed, grain, allied products 
and machinery—don’t forget to boost The Feed Bag 
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Milwaukee’s 
Smart Hotel 


Conveniently located, offer- 
ing rates in keeping with 
present times...the Hotel 
Schroeder also affords 
splendid service, excellent 
food...and a certain “‘smart- 
ness” found in no other 
Milwaukee hotel. 


Whether you are a overnight 
guest...or merely dancing to 
the tunes of a famous or- 
chestra in the Grand Dining 
Room after-the-theatre...the 
decidedly different atmos- 
phere of the Hotel Schroeder 
will appeal to you, too. 


HOTEL 
SCHROEDER 


Walter Schroeder, President 


DIAMOND 
CORN 


GLUTEN MEAL 


as a protein ingredient of 


starting, growing and laying 
mashes, increases total di- 
gestible nutrients, supplies 
Vitamin A potency and 
lowers cost. 

Diamond is finding favor 
among poultry feed mixers 
everywhere. Give it a trial 
in the mashes you put out 


to your trade. 


40% Protein Guaranteed 


For detailed information ask our salesman 
or write 


RATION SERVICE DEPARTMENT 


CORN PRODUCTS REFINING CO. 
17 Battery Place, New York City 
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THE DAWN 


of a 


NEW ERA 
for POULTRYMEN 


Arcady's Development of 


LIVER MEAL 


(VACUUM PROCESSED) 
now incorporated in all 


ARCADY-WONDER MASHES 


250,000 Poultrymen were told of this by all modern 


methods—Radio—Aiirmail— Wires and Mail 
during April. 


Now YOu <an cash in on this exclusive ARCADY 


FEATURE. 


Write or wire for current low prices. 


Arcady Farms Milling Company 
CHICAGO, ILLINOIS 
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DAVID K. STEENBERGH, Managing Editor 
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Delhi, N. Y., Dealer Builds Business 
With Good Will Advertising 


Distributes Variety of Useful Articles 


ET their good will and you get 

their business. That is the idea 

back of much of the advertising 
done by the Dean & Bramley Co., Inc., 
Delhi, N. Y., through the efforts of the 
manager, H. Glen Harper. 

“Good will is the disposition of the 
customer to return to the place where 
he has been well served,” says a su- 
preme court decision. To that might 
be added, “or to try the place where he 
believes he will be well served.” 

About 50 per cent of this feed and 
fuel company’s advertising expendi- 
tures goes to the newspapers and much 
is used to develop good will. Nearby 
celebrations are supported generously, 
and actual business can be traced back 
to such advertisements and to the good 
feeling they produced among the people 
interested in and promoting the events. 

Ads Well Written 

The Dean & Bramley Co.’s advertise- 
ments are carefully written. They are 
the product of thought and even of 
search for the right words and phrases 
to present the idea most effectively. Mr. 
Harper never lets a good idea, a good 
word or a good phrase for his adver- 
tisements get away from! him. If such 
a word or idea pops into his mind at 
any hour of the day he jots it down in 
a convenient memorandum book. He 
often gets up in the night to make such 
a notation of some thought that came 
to him as he lay awake. 

“We try to devote about one per cent 
of our receipts each year to advertis- 
ing,’ says Mr. Harper. “But in a time 
like this, when business is not too 
good, the figure will slip down to half 
that amount.” 

“But we had the idea,” we told him, 
“that when business gets dull, then 
is the time to increase the advertising 
appropriation, not decrease it.” 

“Ordinarily that is true,” was the re- 
sponse, “but under present conditions 
our farmer customers are hard hit and 
short of money. Many of them can, by 
advertising, be induced to buy more 
than they can pay for, but the feed 


dealer does not want to stimulate busi- 
ness tco much with that class. Of 
course there are customers whose credit 
is almost unlimited and it is a different 
thing to advertise to that class.” 

Dean '& Bramley Co. spend half their 
appropriation on newspapers and the 
other half is spent on novelty advertis- 
ing. This firm has gone in heavily for 
novelty advertising and has made it re- 
markably profitable in developing new 
business and in holding old customers. 

Utilizes Many Calendars 

For many years the company has 
used calendars in two sizes, a large 
office calendar, possibly, 30 to 38 inches, 
costing $1 to $1.60 each, and a smaller 
calendar for home use, 16 by 20 inches 
or more, at 40 to 50 cents. 

In addition a Boy Scout calendar is 
distributed. This is a special calendar, 
published under license from the Boy 
Scouts of America, and containing much 
valuable information. It takes 40 of 
these to cover the local scouts. An- 
other special calendar is that for the 
4-H club members. One hundred of 
these are used. A large Boy Scout 
calendar is used for distribution to 
schools and scout leaders. One of these 
was put in every room of the Delhi 
schools for 1932. 

The large general calendars are 
placed in banks, public offices, cream- 
eries, and copies are sent to the home 
offices of several big companies or es- 
tates with local branches in or near 
Delhi. 

For 1932, 750 special George Wash- 
ington calendars were given out and 
they were so good that they found wel- 
come in all classes of homes. Ordi- 
narily a variety of pictures will be used 
to make it possible to give people what 
they want. Some like kid pictures, 
some fishing and hunting scenes, some 
landscapes. 

“In giving out calendars,” says Mr. 
Harper, “we try to get them all out 
quickly at the same time. We make 
practically a house to house distribu- 
tion and make it as much as possible 
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a personal matter. 

Among the novelties used by this 
company are lead pencils, dustpans with 
long wire handles, fire shovels for use 
around stove or fireplace, large shovels, 
useful in handling coal or ashes or for 
farm or garden work and thermometers. 

Distributes Useful Novelties 

The Dean & Bramley Co. has dis- 
tributed 600 of the dustpans at a cost 
of 20 cents each. It has distributed 600 
fire shovels and is getting 250 more, 
at 20 cents each. The first shovels were 
delivered from house to house. The 
large shovels cost 69 cents and are 
bought 200 to 300 at a time as needed. 
They are an advertisement for feed as 
well as for fuel. The firm name stamped 
on the metal shows more brightly as 
the shovel gets more use. Such a shovel 
is a real present and many people with 
means to buy anything they want have 
shown great appreciation at getting a 
shovel for nothing. 

“T have in mind,” says Mr. Harper, 
“a number of cases when people, not 
our customers, have come in to ask 
prices. They made no purchase at the 
time but were given a shovel and came 
back later to order.” 

One of the best advertising novelties, 
according to Mr. Harper, is a ther- 
mometer. It is always productive of 
good will. So certain is he of its value 
that last February he distributed a large 
number of handsome indcor thermom- 
eters, each on a handsome plaque with 
a picture of Washington, and they 
were absolutely without advertising. 
These were given out at a service club 
meeting to the members, and otherwise 
personally distributed and they met 
with an excellent reception. Mr. Har- 
per had on hand in April 750 adver- 
tising thermometers ready for distribu- 
tion next fall when cold weather comes. 
These are quality articles, costing 30 
cents each and are mounted on gilded, 
white enameled or gray painted wood 
backs, with advertising matter at the 
top. A smaller supply of little desk 
thermometers, good enough to be an 
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ornament in any home, also wait dis- 
tribution. 

Does all this advertising pay? 
best answer would seem to be found 
in the fact that the Dean & Bramley 


The 


Co., Inc., has prospered continuously 
under the policy of steady, good will 
advertising for many years. It may 
be accepted as more than a coincidence 
that good advertisers are succeeding 
where non-advertisers are failing. As 
far as records are obtainable, they show 
that of ‘the business men who fail, 
those who are non-advertisers comprise 
all the way from 70 to 95 per cent, 
varying in different sections. 

“If I can get good wiil, I can get 
business,” -says Mr. Harper, and _ his 
success with good will advertising seems 
to prove the accuracy of his statement. 


Manufacturers 


Get Reduced 


Convention Rail Rates 


R. ERNEST WANDER, chief 
D chemist, Bay Chemical Co., New 
Orleans, and Dr. H. R. Kray- 
hill, president of the Association of 
American Feed Control Officials, will 
speak at the annual convention of the 
American Feed Manufacturers associa- 
tion, which will be held at the French 
Lick Springs hotel, French Lick, Ind., 
June 2, 3 and 4. 
Dr. Wander will discuss calcium phos- 
phate and its value as a mineral sup- 
plement and Dr. Kraybill is expected 


UILT 


BAGS 


BAG FACTORIES ... 


COTTON 


MILL ... BLEACHERY 


ce 


on this job. 


TALK Asovut sacs! 


(Quoted from Customers’ Letters) 


... how much we appreci- 
ate the service you have given 
It being a new 
account, we naturally wanted 
to give them prompt service, 
and you certainly have co- 
operated with us 100 per cent.” 


WERTHAN 


Bag Corporation 


NASHVILLE 
NEW ORLEANS 
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to explain the recent developments in 
feed control work. 

All convention entertainment features 
with the exception of the golf tourna- 
ment and the ladies’ bridge party, are 
to be eliminated. The annual banquet 
will also be omitted. 

Reduced round trip railroad fares will 
be granted to those who journey to 
the convention, L. F. Brown, secretary 
of the association, announces. Those 
who wish to take advantage of the 
offer are requested to write Mr. Brown, 
at 53 W. Jackson boulevard, Chicago, 
and obtain certificates of authority and 
identification. One certificate, when pre- 
sented to the station agent, is sufficient 
for one person and his dependents 
planning to make the trip together. 
The rate to French Lick and return 
upon presentation of: the certificate, will 
be fare and one half. The management 
of the French Lick Springs hotel, head- 
quarters for the convention, announces 
that substantial reductions have also 
been made in room rates. 

Arrangements have been made to ac- 
commodate the delegates leaving Chi- 
cago, St. Louis and Memphis. Mr. 
Brown is in charge of the Chicago area, 
E. P. MacNicol, secretary of the South- 
ern Mixed Feed Manufacturers associa- 
tion will direct arrangements at Mem- 
phis, and J. M. Adam, Anheuser-Busch, 
Inc., St. Louis, will,serve the St. Louis 
district. 


Fewer Cattle on Feed 
In Corn Belt 


Number of cattle on feed this year 
declined decidedly in Wisconsin, Min- 
nesota, Iowa, South Dakota and Ne- 
braska, according to reports of federal 
and Wisconsin departments of agricul- 
ture. Gains were shown in Ohio, Indi- 
ana, Illinois and Michigan, where feed 
was reported to be more plentiful. 

South Dakota showed the largest 
drop, the number of cattle on feed this 
year being 70 per cent lower than last 
year, while Nebraska showed a decline 
of 30 per cent; Wisconsin, 20 per cent; 
Minnesota, 15 per cent, and Iowa, 5 
per cent. Ohio registered an increase 
of 25 per cent; Indiana, 15 per cent and 
Illinois and Michigan, 10 per cent. 

On the average there were about 16 
per cent less cattle on feed for market 
in the 11 corn belt states on April 1 
this year than on the same date last 
season. The decrease totals approxi- 
mately 235,000 head. 


ARTHUR H. NORTHCUTT, 
Charleston, W. Va., district manager for 
Quaker Oats Co., Chicago, was fatally 
injured April 5, when the automobile 
which he was driving collided with a 
culvert. 
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Selling Problems 
To Be Stressed 


At Central Dealers’ 
Convention 


ERCHANDISING busi- 

ness management, with prac- 

tical application to present day 
problems, will be stressed in the pro- 
gram for the seventh annual conven- 
tion of the Central Retail Feed asso- 
ciation, to be held at the Schroeder 
hotel, Milwaukee, Monday and Tuesday, 
June 20 and 21. 

A. B. Conkey, G. E. Conkey Co., 
Cleveland, will sound the convention 
keynote in his address the first morn- 
ing on the subject: “What's the Future 
of the Feed Business?” He will des- 
cribe changing conditions within the in- 
dustry, define success requirements for 
1932-1933 and particularly point to the 
general need for adoption of improved 
management and merchandising meth- 
ods. 

Officers to Speak 

President S. E. St. John, Farm Scrv- 
ice Store, Eau Claire, Wis., will call the 
convention to order Monday morning 
for an address of welcome by Edward 
LaBudde, LaBudde Feed & Grain Co., 
Milwaukee, president of the Milwaukee 
Grain & Stock exchange. Reports of 
the secretary, David K. Steenbergh, The 
Feed Bag, Milwaukee; the treasurer, 
Joseph F. Straub, Lomira Elevator 
Co., Lomira, Wis., and President St. 
John will then follow before Mr. Con- 
key is introduced. The morning session 
will close with appointment of commit- 
tees and drawing for attendance prizes. 

“American Agriculture” will be the 
subject of an address by the conven- 
tion’s guest of honor at the regular 
luncheon meeting in the beautiful Silver 
ballroom of the Schroeder Monday 
noon. The convention committee has 
not announced the name of this speaker 
but he will be one of the nation’s lead- 
ing agricultural workers and will have 
a message which every feed man will 
be glad to hear and carry on to his 
farmer customers. 

Merchandising School 

A “Merchandising School for Busy 
Feed Dealers” will occupy the entire 
convention session Monday afternoon. 
This “class” will take the place of the 
“Busy Dealers’ Feeding School” which 
has been featured other years in line 
with the convention program’s primary 
intent of helping dealers with the im- 
portant problems of getting cash and 
making a profit with each sale of feed. 

Three speakers have been selected 
and a fourth will soon be announced 
for the merchandising school. C. L. 
Jaycox, Mumm-Romer-Jaycox, Inc., Co- 


lumbus advertising agency which 
handles several agricultural accounts, 
will speak on the subject: “Advertising 
Costs Nothing.” Mr. Jaycox is an 
authority on advertising and has made 
a particular study of advertising plans 
and methods used by successful feed 
dealers. He will explain how adver- 
tising can effectively be used to beat 
the depression. 

M. F. Brobst, Health Products Corp., 
Chicago, will discuss “Making Sense of 
Feeding Science.” Mr. Brobst is both 
a salesman and an expert in animal nu- 
trition and has had wide experience as 
a farmer, feed dealer, county agent and 
member of the feed fraternity. He was 
formerly associated with The Feed Bag 
end is known’ to many who will at- 
tend the Milwaukee convention. 

Holland Will Preside 

The merchandising school will be pre- 
sided over by G. A. Holland, Allied 
Mills, Inc., Chicago, who will also de- 


liver an address on “Merchandising 
Ideas.” Mr. Holland is one of the most 
thorough students of retail merchan- 


dising in the feed industry and in ad- 


Dealers Report Brisk 
Seed Business 


Feed dealers in all sections of Wis- 
consin report that they are enjoying a 
banner seed season. Farmers are des- 
perately attempting to replenish pas- 
tures which were frozen out during the 
past winter because of the lack of snow. 

Sudan grass and other greens are re- 
ported to be selling briskly. Dealers 
who ordinarily handled ten or more 
sacks of this product per season are 
now doing business in carload lots. A 
good movement in field grains is also 
apparent. 

“We are going to have one of the 
biggest years in our history,” said W. 
N. Knauf, Knauf & Tesch Co., Chilton, 


Wis. George Healy, Waterford Mills, 
Waterford, Wis., reports that his 
volume of seed sales this year will 


be twice as large as last season. Walter 
Uebele, Burlingon Feed Co., Burling- 
ton, Wis., is also enjoying a decided 
increase in business. 


WOLVERINE GRAIN & Milling 
Co., Coopersville, Mich., has been incor- 
porated with a capital stock of $25,000. 
The firm will deal in fiour and feed 
and will conduct a general grain busi- 
mess. 
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A. B. Conkey, G. E. Conkey Co., Cleve- 
land, will be one of the main speakers dur- 
ing the convention. He wiil discuss the 
future of the feed business. 
dition has handled many dealer meet- 
ings, for his firm. He promises to keep 
the “students” on their toes every 
minute the school is in session. 

The annual convention banquet and 
entertainment will be held Monday 
evening. Members of the Milwaukee 
Grain & Stock exchange are looking 
forward to sponsoring the banquet en- 
tertainment as they have for several 
years and the Hotel Schroeder promises 
an even better dinner than served last 
June. There will be no speaker at the 
banquet and the entire evening will be 
devoted to fun and frolic. 

Closed Retailers’ Session 

Plans entirely different from those of 
other years are being made for the 
Tuesday morning meeting. Attendance 
will be restricted: to bonafide retail feed 
dealers and admission will be by special 
ticket. Retail problems will be discussed 
and several proposals which would 
make membership in the association of 
greater benefit to feed dealers will be 
considered. Vice President James H. 
Vint, Farmers Cooperative Elevator 
Co., Union Grove, Wis., will preside 


and several prominent retailers will 
speak. This meeting will be the only 
closed session of the convention but 


all retail feed dealers, whether members 
of the association or not, are invited. 
The convention will officially close 
Monday noon with the consideration of 
committee reports and election of offi- 
cers. Monday afternoon, however, all 
men attending the convention will be 
welcome at a buffet luncheon and en- 
tertainment in the Old Heidelberg cafe 
at the plant of the Val Blatz Brewing 
Co. This party has been a feature of 
Central. Retail Feed association conven- 
tions for two years, and is possible 
again through the kindness of A. L. 
Klein, secretary of the Blatz organiza- 
tion. Tickets for admission to Old 
Heidelberg cafe will be given to all 
men as they register for the convention. 
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Lem Jones Learns That Business 
Can't Be Run on Promises 


First of a Series of Experience Articles 


ory Grove, puffed vigorously on 

a cigar a salesman had given to 
him in appreciation of an order on the 
previous day, while Spot, the warehouse 
cat, basked serenely at his feet in the 
warm spring sunlight that streamed 
through the front office window. Be- 
fore him lay a stack of statements ready 
for the traditional first of the month 
mailing. 

“Gol danged,’” muttered Lem to him- 
self, as he extracted one of the bills 
from the sheaf. “Pete Larkin promised 
me he’d pay up last month and he 
ain’t been in since. I could use that 
$103.00 right handy for that new ship- 
ment of feed I’m getting Friday. 


[ EM JONES, feed dealer at Hick- 


Jones Has a Caller 


“Oh, well,’ he mused, “I suppose 
Pete’s had a lot of hard luck lately. 
He’s been a friend of mine for years 
and I can’t get too tough. I'll just 
slip this in an envelope and send it 
on. Maybe he’s plumb forgotten about 
it.” 

Lem Jones was interrupted from his 
meditation by the scuff of heavy shoes 
in the doorway. 

“Mornin’, Lem,” greeted Sid Porter, 
genial owner of the Hickory Grove 
dairy farm. “Swell weather we're hav- 
ing, isn’t it?” 

“Sure is,” responded Lem, extending 
the glad hand to his friend and cus- 
tomer. “Started seeding yet?” 

“Yep, got the hired mau workin’ that 
upper forty and I’m goin’ to be needin’ 
an order of clover seed and maybe some 
o’ that pedigreed barley you advertised 
in your circular last week.” 

“We'd be glad to take care of you, 
Sid,” offered Lem. 

The dairy farmer leaned over the 
feed dealer’s desk. 


Puts Order on Ice 

“Times are pretty tough, Lem,” he 
spoke. “I'll take that seed but I won’t 
be able to pay you until next month. 
My insurance policy is coming due and 
the kid’s graduating from high school 
this month.” 

Lem Jones eyed the stack of unpaid 
accounts on his desk and leaned back 
reflectively in his swivel chair. Sid 
Porter was a good customer and a per- 
sonal friend. He owed more than 
$200.00. Lem’s better judgment told 
him that he needed to be stern in his 
demand for cash. But friendship over- 
came the objection. 

“Sure, Sid,” he said. 
to take care of you.” 

Leaving his desk he sauntered into 
the warehouse with Porter to help him 
select and load his order. As the dairy 
farmer chugged over the hill with his 


“We'll be glad 
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By Emil J. Blacky 


truck Lem made another entry of 
$48.60 on his books, shrugging his 
shoulders hopelessly. 

Mickey, the office boy, dropped the 
new issue of the Hickory Grove Clarion 
on the desk of Lem Jones on the fol- 
lowing morning. The dealer glanced 
through it hastily to check the adver- 


OLLOW the adventures of 

Lem Jones, feed dealer of 

Hickory Grove, in future is- 
sues of The Feed Bag. Lem is 
an average dealer trying to get 
along in the world. He learns 
by the mistakes many of us are 
making or have made. May his 
experiences be helpful as well as 
interesting and amusing to you. 


tisement which he ran regularly on the 
back page. His eyes paused at the sight 
of an article entitled “Signs of Return- 
ing Prosperity.” 

“Indications that hard times are 
about over and that prosperity is once 
more around the corner,” it read, “are 
evidenced by the fact that Sid Porter 
and Pete Larkin, progressive Hickory 
Grove farmers, have both purchased 
new automobiles.” 

Mickey, perusing the paper over the 
shoulder of his boss, grinned from ear 
to ear, shuffled and stepped on the 
tail of the warehouse cat which emitted 
a shrill protest. 

The harassing scream of the cat fur- 
ther agitated the anger which was brew- 
irg within Lem Jones. 

“New automobiles, hey,” the dealer 
sputtered. “And me holding the bag 
for a couple of hundred dollars. Mickey, 
get out of here and tell Joe Hodges, 
the sign painter, I want to see him.” 


The office boy’s heels vanished 
through the front door. Lem Jones 
was furious. 

“Insurance policy came due—kid 


graduating from high school, can’t pay 
you until next month—and next month 
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never comes. This has gone far 
enough,’ bombasted the dealer, throw- 
ing the stack of bills down upon the 
desk and scattering them in all direc- 
tions. 

He was still fuming when Mickey re- 
turned with the sign painter, carrying 
a telegram which he had relayed from 
a messenger boy. Lem tore it open. 

“CAR OF FEED SHIPPED THIS 
MORNING C. O. D.,” it revealed. 
Signed, Good Measure Milling Co. 

The message was as flame in an ar- 
senal. 

“Nobody feels sorry for me,” Lem 
Jones complained. “I must pay cash 
for everything I buy and borrow money 
at the bank if I haven’t got it. Why 
can’t my customers do the same? 

“Paint me a sign in red letters,” he 
ordered, turning to Joe Hodges. “I 
want the words ‘Terms, Strictly Cash,’ 
standing out a foot high. Mickey, tele- 
phone the advertising man on the paper 
and tell him I want to see him.” 


No More Credit 


Farmers in Lem Jones’ territory, with- 
in a few days, opened letters and read 
an advertisement in their local paper 
which announced in stern, unrelenting 
terms that the Hickory Grove Feed 
Co. had discontinued its credit policy. 

Quieted somewhat in temper but still 
smarting from his experience in de- 
pending too much on the promises of 
friends, Lem Jones, a month later, sat 
scanning the sheaf of monthly state- 
ments on the desk before him. 

Pete Larkin’s “good morning, Lem,” 
aroused him from his work. 

“Good morning,’ returned Jones. 
“How’s the new car?” 

Larkin wriggled uneasily in the deal- 
er’s gaze. 

“Fine,” responded Larkin. “The 
wife’s crazy about it. By the way, Lem, 
I’m out of that poultry feed I bought 
from you last month. Would like to 
take a couple of more tons, but I’m 
rather short of cash now. Could 
you—.” 

Lem Jones stopped him abruptly as 
he pointed to the huge sign on the of- 
fice wall. 

“Sorry, Larkin,” he said, “but I’m 
not extending any more credit. The 
banker told me I was giving him too 
much competition. Just had to do it, 
Pete, or go out of business.” 

Pete Pays Cash 

There followed a heart to heart talk. 
When Pete Larkin’s truck vanished 
down the street, Lem Jones fondled 
a check in full payment of the order 
including a substantial amount to cover 
the first payment on the old account. 

(Continued on Page Twenty-eight) 
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SUPPLIES MORE 
VITAMIN 


or your money 


Poultrymen and feed manufacturers 
alike are interested in just that—more 
Vitamin D for their money. 


OD LIVER OIL has proved the most satisfac- 
tory source of this much needed vitamin for 
poultry feeding. Unfortunately, cod liver oil, taken 
as it is produced, varies in Vitamin D potency. It 
is, therefore, impossible to judge the value of cod 
liver oil by the price per gallon. 

Vitamin D makes up but a small part of cod liver 
oil by volume. By means of the Columbia University 
Process (U.S. Patent No. 1,678,454) Nopco extracts 
the Vitamin D element from cod liver oil and adds 
it to other lots of cod liver oil, thereby greatly in- 
creasing and standardizing the Vitamin D potency. 

Nopco XX provides Vitamin D with a 100% margin 
of safety—plus an abundance of Vitamin A—when 
used as recommended, %% total ration. The cost 
is so small that two marketable eggs will pay for a 
hen’s yearly supply of Nopco XX. Increase egg 
production, improve shell texture and interior egg 
quality, promote better health and vigor of growing 
and mature stock by mixing Nopco XX in otherwise 
well balanced mashes. 

Nearly 700 feed manufacturers are getting more 
Vitamin D for their money by using Nopco XX. 
You can too. Write for complete details. 


National Oil Products Company, Ine. 


BOSTON SAN FRANCISCO CHICAGO 
EXECUTIVE OFFICE: 38 ESSEX ST., HARRISON, N. J. 
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LARRY HARTZHEIM, Hartzheim 
Fuel & Feed Co., Beaver Dam, Wis., 
former president of the Central Retail 
Feed association, is anticipating a busy 


two weeks the latter part of June. He 
is planning to be present at the Demo- 
cratic convention at Chicago, the Cen- 
tral Retail Feed association meeting at 
Milwaukee and a Kiwanis club gather- 
ing at Detroit. Larry is also extremely 
busy serving his customers in the Bea- 
ver Dam territory and reports that busi- 
ness is improving. 


CORRECT ANSWER 
“Dad, what is bankruptcy?” 
“Bankruptcy, my boy, is when you 
put your money in your hip pockets 
and let your creditors take your coat.” 


Carefully Sifted for Feed Dealer Consumption 


CORNHAY WEAKLY NEWS 

Archibald Splutterfus has enrolled in 
one of them detective correspondence 
courses. His father, Lem, says that 
after two lessons he went and found 
that monkey wrench he lost in the hay- 
field last summer. 

Postmaster Scoggins has sent a letter 
to Washington asking for an assistant. 
He says that during the summer 


Airplane View of the Cedar Rapids, Iowa, Mill 


They'll keep coming 
back for more 


You know that it’s always good business to sell a customer some-. 


thing that will help him make money. 


Every bag of Quaker Feed 


you sell will make a buying friend for your store—and more than 


that, a year-round buyer. 


The Quaker line is complete, with 


special feeds for dairy herds, cattle, hogs, and poultry. These feeds, 
prepared from tested formulas, are popular with thousands of 


feeders because they show real results. 


It will pay you to learn 


more about this profit line. Just send us a card asking about our 


Selling Plan. 


We'll answer promptly. 


Our stock and poultry ex- 


perts will gladly give information about feeding problems, also. 


Let us hear from you soon. 


THE QUAKER OATS COMPANY, CHICAGO, U.S.A. 


QUAKER FEEDS 


Quaker 
SUGARED 


USA 


IN STRIPED 
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months he doesn’t finish reading the 
postal cards until after 10 o’clock in 
the evening. 

Judd Perkins’ spirits have been con- 
siderably lowered since his wite got a 
hunch that the stuff he was taking for 
spring fever wasn’t sassafras. 

The Ladies Sewing club of Cornhay 
held a rummage sale Tuesday and man- 
aged to dispose of most of the town 
library books. 

* * 


AND HOW 


First Dealer: “The banks are getting 
shaky. My wife is putting our money 
in her shoes.” 

Second Dealer: “Yes, so does mine— 
shoes and hats.” 

kok 


OFF COLOR 
Mrs. Jones: “Why, Tommy, I should 
think your mother could find a piece 
cf cloth that would make that patch 
match your pants better.” 
Tommy: “That ain’t a patch; that’s 
me, 
* x 


GREAT DISCOVERY 

A city youngster was roaming about 
the country when he suddenly came 
upon a heap of discarded condensed 
milk cans. Greatly excited, he shouted 
to his companions: 

“Hey, fellers, come here quick! 
found a cow’s nest.” 

+ * 


And then there was the dumb wife 
poured anti-freeze upon the rose bed 


to keep the flowers from getting frost- 
bitten. 


I’ve 


* * * 


HOORAY! AT LAST 

The professor let out a whoop, ran 
into the kitchen and kissed his wife 
and hugged the cook. 

“What’s happened now?” asked the 
iceman, looking in at this amazing in- 
terlude. 

“What’s happened?” 
professor deliriously. “Why, in- 
vented a tube into which you can 
squeeze back tooth paste or shaving 
cream.”—The Country Gentleman. 

* * 


IN MEMORIAM 
Here lies the business of Dealer Greene 
Who learned much to his sorrow, 
It never pays to trust a man 
Who says he’ll pay tomorrow. 
* 

Three Fingered Jack: “Pug McDon- 
ald’s been made editor of the prison 
paper.” 

No. 17386: “Well, he’ll certainly be 
able to get a lot in one sentence.” 


screamed the 
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Dealer With Right Mental Attitude 
Can Still Make Money 


Hard Workers Are Overcoming Obstacles 


RESIDENT ROOSEVELT once 

wrote a book based on the scrip- 

tural text, ““A man’s foes shall be 
they of his own household” and the 
great Teacher of the New Testament 
declared that nothing from without 
could defile a man—only that which 
was within. In these quotations from 
Holy Writ lie profound truths which 
are applicable to all forms and condi- 
tions of organized society and particu- 
larly to that class of business of which 
the retail feed trade is a good example. 
This thought has been brought home 
with especial force to the writer as a 
result of a month’s visitation among 
dealers in various parts of New Eng- 
land and things observed on_ these 
visits. 

Success in Hard Times 

There are feed dealers in New Eng- 
land who are making a decided suc- 
cess in the face of hard times, bitter 
competition, high taxes, and every other 
form of evil which can rise up to be- 
leaguer a man who has invested in a 
retail business. There are other deal- 
ers who simply wither up when the 
going gets hard and either die a natural 
death, sell out too cheaply or drag on 
in a miserable existence only slightly 
better than complete ruin. And the 
answer in either case lies with the in- 
dividual rather than in the conditions 
and circumstances which he faces. 

A few authenticated examples may be 
of interest to the reader. In a small 
town in New Hampshire an old estab- 
lished dealer—a man of fine personal 
character and high integrity, is looking 
hopefully for a buyer to take over what 
remains of a once prosperous business. 
He says that the big fellows, meaning 
the chain feed stores, have ruined the 
feed business in his locality and that 
his competitors are price cutters, etc., 
etc. It is a line of talk one hears far 
too often and it is quite convincing. 

New Dealers Prosper 

But here is what happens in the same 
town. A new dealer started in busi- 
ness two years ago, just as the depres- 
sion began. Today he is doing the big 
feed business in that town. He has 
none of the natural advantages of the 
established dealer and he faces all of 
the disadvantages which the latter has 
to face. There were several chain 
stores in the community and one of 
these has quit. Car door business once 
flourished but is now practically ex- 
tinct and the new dealer is mostly re- 
sponsible for these changes. Why? Be- 
cause he has initiative and industry and 
kas refused to lay down in the face 
of adversity and surrender to the dif- 
ficulties which beset him. It is not too 


By Lynne P. Townsend 


much to say that the older dealer in 
question ought to be the big feed man 
in the territory but he isn’t and the 
reason is obvious. This dealer, by the 
way, gave up his membership in the 
New England Retail Grain Dealers as- 
sociation last year and the new man 
joined this year. This seems signifi- 
cant. 

Almost the same circumstances pre- 
vail in a Vermont town not far from 
the town mentioned above. In the lat- 
ter case the successful dealer started 
business only a few months ago right 
in the midst of the depression and in 
less than six months is doing as much 
business as any two of the other four 
distributors in the town. He is the 
former manager of a store taken over 
in one of the big mergers of two years 
ago. He was successful as the manager 
of that store and is successful now. His 
entire business is handled by himself 
and members of his family, and his 
overhead is low. He is making money 
and making it right now in times like 
these. Why? Because he’s the kind 
of a fellow that simply won’t be licked. 
He knows times are hard and he has 
cut his sails accordingly. He, also, 
readily joined the association when the 
opportunity presented itself and he is 
the only member among five dealers 
in the town. 

Down in Connecticut a few days ago 
a dealer who has been a member of the 


NEW YORK 


Ehrhardt Schuessler has opened a re- 
tail feed store at Stryckersville. 


Joseph Farley, long time head of the 
milling firm of Farley, Ferguson & Wil- 
son, Rochester, died recently at his 
home at, Brighton. 


William Rueckert, Fredonia, has con- 
tributed the services of his feed store 
for the distribution of Red Cross flour 
to needy families in his territory. 


William McKibbin, for many years 
manager of the Hecker-Jones-Jewell 
mill, Buffalo, is now managing the Buf- 
falo Flour Mills Co. 

John Young, president, John Young 
Flour, Feed & Implement Co., Lock- 
port, N. Y., died April 4 at his home 
following a brief illness. 


LESLIE M. BROWN, sales manager, 
farm feed division, National Oil Pro- 
ducts Co., Harrison, N. J., submitted 
to an appendicitis operation at the Pres- 
byterian hospital, Newark, N. J., April 
5. His wide circle of friends is pleased 
to learn that “Les” is fully recovered 
and back on the job. 
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association ever since it was formed, 
told the writer that he was doing the 
biggest and best business he had ever 
done. Naturally the writer scoffed at 
the statement and boldly accused the 
dealer of bluffing, whereupon he pro- 
duced a black book from his desk and 
produced, the evidence that he has han- 
dled 28 cars of goods up to April 25 
of this year as against 17 cars for all 
of April last year. And while we sat 
and talked, a little casual examination 
of the book indicated that this rate of 
increase has been maintained for the 
last six months. How can it be ac- 
counted for, particularly as other deal- 
ers in the same territory are losing 
rather than gaining business. Well, it’s 
mostly in the mental attitude. The 
Connecticut dealer won’t be licked and 
because he won’t be, he can’t be. This 
may sound like Coueism or superstition 
or what not, but it’s the simple truth. 

Another big Connecticut operator has 
expanded again and again right during 
the depression. He has bought out a 
number of other dealers who were glad 
to quit and has made the new stores 
pay. Why? Well, simply because he 
has those innate qualities which make 
for success. He faces conditions as he 
finds them, maintains a cheerful atti- 
tude and works like the “Old Nick’. 
And he succeeds. It’s worth a lot to 
visit in his office. He fairly radiates 
a spirit of optimism, good cheer and 
prosperity. The:last visit by the secre- 
tary of the New England association 
was an especially pleasant one for this 
dealer again presented his check cover- 
ing a $10.00 membership for each one 
of the many stores in the private chain 
which he and his associates now con- 
trol. 


Mental Attitude Important 

Yes—business in New England is not 
so good as it was. But if it were far 
worse than it is, it still could not ruin 
dealers of the optimistic and progres- 
sive and industrious type. Competition 
is fierce with the chains, car-door oper- 
ators and wholesalers who ship direct 
to the consumer, but if competition 
were doubly fierce the independent local 
dealer who is really on the job would 
still have the call on the lion’s share 
of business in any community. The 
examples cited above prove it and prove 
it conclusively. As for the dealer who 
hasn’t the right attitude and the right 
spirit within him, he is doomed and 
returning prosperity will never knock 
at his door. Fortunately, almost any 
dealer can revise his attitude and cor- 
rect his viewpoint if that attitude and 
viewpoint be wrong and he really has 
the will to do it. ur 
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IF YOU CAN'T Advantageously 
Use 


pom MACHINE, We'll Tell You So 


® No matter what your Mill Equipment Problems 
may be, tell us about them. 


® Our Sales Engineers are instructed to recom- 
mend only the Machine best suited to each 
individual requirement. 


® Having access to the only really complete 
Line of Feed ‘and Flour Milling Machinery, 
our Sales Engineers are able to follow these 
instructions to the letter. 


®A\n inquiry to us is insurance against Dis- 
appointment. 


SPROUT, WALDRON & CO., Inc. 


Box 318 MUNCY, PA. 


Complete equipment for Feed Mills, Flour Mills 
and Grain Elevators 


There is a direct 


representative near you. “The Monarch Line’”’ 
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PRICE TALKS, BUT Quality is beginning to come back into its own. 
QUALITY ENDURES__ This development is sensed in all industries and 

throughout the country and should be of great sig- 
nificance to the many firms in the feed and flour trade which have been main- 


taining highest quality standards despite the general clamor for price mer- 
chandise. 


With every depression, and the present one has been no exception, mer- 
chandising has gone through four well-defined periods: At first, every effort 
is made to break down sales resistance and maintain volume. Special sales and 
deals are initiated and stressed. 


Second, industry begins to weaken and we have an era of price cutting, 
misleading claims, exaggerated advertising and the manufacture of merchandise 
down to price almost entirely without consideration of quality requirements. 


Third, even the better manufacturers and distributors are affected. They 
try to fight fire with fire. True quality suffers, prestige is lcst, reputations 
are ruined. 


Fourth,— and last — comes the era of enlightenment. Consumers return 
to known brands and stores which have clung close to standards of true cuality. 


Business leaders believe we have entered into this last stage. Price cutting 
has not stopped, there is still plenty of inferior merchandise on the market but 
the public is recognizing this inferiority and buyers are looking behind the 
price tags to judge whether or not the value is as represented. They have been 
“fooled”’ by price for more than a year and now demand the assurance of recog- 
nized brands and reputable distributors. 


Poultrymen, for example, are turning from just egg mash back to Blank’s 
Egg Mash, which they know is better and are surprised to find is practically as 
low in price. Housewives are returning from “try this’ flour to the proved 
brands they formerly used and paying but little premium for the assurance of 
high quality and satisfactory results. All costs have come down and price mer- 
chandise, which seemed a bargain compared with pre-depression levels, is dis- 
covered to be extremely costly at current quotations for true quality. 


There are many firms in the feed and flour industry which have hewed 
straight to the quality line. And we proudly believe that of the balance, few 
have strayed as far from the quality standard as the average in other industries. 


This leaves our businesses in a fortunate position. We have not slipped 
down very far but we have slipped and must now watch ourselves very closely 
so that no further ground is lost. It is well to remember, in good times and bad, 
quality is the surest foundation for permanent success. 


— Davip K. STEENBERGH. 
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Make 
Pellet-feed 


your business 


MAKE PELLETS FROM 


] 
YOUR OWN FEED MIX | 
NO HEAT, STEAM OR 
BINDER NECESSARY 


Big Profits 


Pellet feed offers you more 
sales profit than any other 


kind of feed. You can use your own mash-mix to your own specifications 
and by the use of the California Pellet Mill can convert it into Pellets of any size 
at a rate of more than one ton per hour. You can get a much higher price for 
feed in this form at a cost of about | 25c per Ib. You can sell your own brand, 
avoid cut-throat competition and immediately build up a business that will earn 
far greater profit than you anticipate. 


The California Pellet Mill is a simple unit; anybody can operate. Heat is unnec- 
essary on standardized feed mashes. No special grinding necessary. No binders. 
Just dump the mix into the mill and out come the Pellets— any size from a tiny 
granule to a chubby size, as desired. Machine is actually ding pr 
guarantees on every installation. Absolutely trouble-proof. Just turn on the mo- 
tor and proceed to make Pellets. It's a cinch! Each revolution of the machine 
turns out 7102 No. 5 Pellets at 50 r.p.m. You don't have to hire additional labor. 
A boy can operate and sack. Nominal investment soon repaid by the BIG 
PROFITS you earn. For all kinds of stock. The scientific way of feeding poultry, 
hogs, goats, rabbits, turkeys, horses, cows, sheep—no waste. Feed goes fur- 
ther. A hundred talking points. 


SEND FOR FREE PELLET SAMPLES 
Mail the Coupon today and receive samples and descriptive literature and 
details about the profits assured. r 


California 
PELLET MILL 


CALIFORNIA PRESS MFG. CO. 


Designers and Manufacturers 
1816 Folsom St., San Francisco, Calif. 


MAIL COUPON FOR PELLET SAMPLES and LITERATURE 


1 CALIF. PRESS MFG. CO., { 
! 1816 Folsom St., San Francisco, Calif. | 
! Without obligation, send Pellet Feed Samples and Bulletins describ- 

. ing your Pellet Mill, etc. : 
NAME 
| | 
ADDRESS : 

4 CITY. TATE J 


FRENCH LICK 


where conventions 
are successfull 


Come to French Lick Springs 
in June when your friends will all be here 
for the Convention of the American Feed 
Manufacturers’ Association. Here every- 
thing is in your favor! One roof covers con- 
vention hall, display rooms, living quarters, 
dining rooms, and lounges. One moderate 
charge covers practically every expense—no 
extra bills for taxis, restaurants or enter- 
tainment. It’s great for the Convention— 
all delegates are always on hand. And it’s 
great for the delegates—business is speeded 
up, leaving more time to enjoy the many 
recreational facilities right within the hotel 
grounds. 


This is your chance to tone up your system 
while attending to business. Play crack 
golf on the two uncrowded 18-hole courses 
—hike—ride in the hills—drink the spark- 
ling natural waters of Pluto Springs—take 
the rejuvenating mineral baths—in short, 
have the time of your life doing just what 
you want to do! You’ll want to stay on at 
French Lick for a few days or a few weeks 
after the Convention’s over. 


Easily accessible by rail or motor. 
Illustrated booklet on request. 


FRENCH LICK SPRINGS HOTEL COMPANY 


FRENCH LICK, INDIANA 
“*Home of Pluto Water’’ 


T. D. TAGGART, 


H. J. FAWCETT, 
President 


Secretary 
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Wagner Operates 


Own 


Farm 


To Prove That 
Feeds Pay 


HEN farmers ask Arthur L. 

Wagner, A. L. Wagner & Co., 

Haven, Wis., questions per- 
taining to poultry and livestock feed- 
ing, they know that his advice is sound, 
because Mr. Wagner is a_ successful 
farmer himself. 

In addition to conducting a success- 
ful feed business, Mr. Wagner has for 
many years operated a fine 100 acre 
farm northwest of Haven, which today 
is stocked with forty pure bred Hol- 
steins, producing 1,000 pounds of milk 
daily during the height of the season. 
During 1931 this 100-acre farm returned 
Mr. Wagner a fair profit, he says, 
which shows that even during depres- 
. sion and low prices, correct farming 
pays. Last year when farmers told 
Mr. Wagner they couldn’t make any 
money, he could tell them that it was 
possible to make a profit because his 
answer was based on his own experi- 
ence. 


Farm Is Proving Ground 


“This farm has been in the posses- 
sion of our family for more than 70 
years,” declared Mr. Wagner. “I have 
been in the feed business for 20 years 
mainly because I like the game very 
much and have made money in it. One 
reason why I continue to operate my 
farm is because it helps me to keep in 
closer touch with conditions as they ex- 
ist today. Furthermore, we have de- 
veloped many feeding formulae of our 
own and test them out on this farm 
with good results. Farmers are ready 
to buy our feeds and use our formulae 
because they can see for themselves 
how they worked out in practice on 
our own farm. 

“As a farmer, I can appreciate the 
difficulties a farmer encounters in his 
feeding problems and in getting his 
soil to produce the most for him under 
proper treatment. I can safely say 
that a close bond of friendship exists 
between the farmers, myself and mem- 
bers of our organization. It has made 
the selling of feed much easier for us.” 

Headquarters for Farmers 

Mr. Wagner spends about half his 
time on the farm and half in his feed 
business. On the days when he is at 
the office, farmers will sometimes sit 
the entire morning and ply him with 
questions about the proper kinds of feed 
to use for certain conditions. Other 
questions concerning their farms are 
also asked. Mr. Wagner says that he 
never has to volunteer information of 


this kind. Farmers come to him for it, 
because they know that his organiza- 
tion and he are able to give it. 

“IT enjoy giving my fellow farmers 
advice of this kind,” said Mr. Wagner, 
“because I have something in common 
with them. As a result my feed busi- 
ness profits from it, too, and I also 
learn a few new things as a farmer 
from those who question me. Many 
times after these discussions a farmer 
will buy the feeds which I recommend 
because of the results I have had with 
them on my own farm.” 

Feed prices skidded downward in 
1931. Paring of costs was necessary 
during that year for any feed dealer if 
he expected to come out on top. Yet 
in that difficult year the feed business 
of the A. L. Wagner & Co. registered 
an increase of 123 per cent over any 
previous year. Mr. Wagner attributes 
part of this increase to the fact that 
the firm recently installed a mixer.- 


Big Month in April 


“Despite lower prices on feed, the 
1932 season has been very good so far,” 
declared Mr. Wagner. “In April we 
sold 34 carloads of feed, which we con- 
sider pretty good for us. During the 
slack season, however, this drops con- 
siderably. Due to the drouth this year 
farmers have been forced to buy feed 
to supplement their silage and roughage 
which has run out early in many in- 


stances. And this being a good milk 
producing season, the importance of 
correct feeding formulae is very im- 
portant.” 


A. L. Wagner & Co. sells feed, grain, 
seeds, coal, cement, fertilizer, and spray 
material as well as building materials, 
but Mr. Wagner says that feed is the 
backbone of the business and consti- 
tutes 60 per cent of the volume. A 
reputation for quality, good-service and 
honest dealing, Mr. Wagner believes, is 
largely responsible for the volume of 
feed business obtained annually. 

The feed end of the business is aug- 
mented considerably by the issuing of 
a 6% by 104 inch cardboard card about 
eight times per year to a mailing list of 
500 farmers. This type of advertising 
has proved very successful, declared Mr. 
Wagner, and it has sometimes been pos- 
sible to trace from $700 to $1,000 worth 
of business from the issuance of one 
monthly mailing. The cards cost $10.00 
for printing, with postage running about 
$7.50. Mr. Wagner points out that it 
is difficult to trace all results from these 
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Arthur L. Wagner, A. L. Wagner & Co., 
Haven, Wis., plays the dual role of farmer 
and feed dealer. He finds this combination 
pleasant and profitable. 


cards, but the number of times custom- 
ers have mentioned items listed have 
convinced his firm that they constitute 
a good medium. 

Illustrates Sales Cards 

The advertising card is illustrated 
with appropriate cuts which attract at- 
tention as does the well written copy. 
Each card is prefaced by a statement 
concerning business conditions which 
helps to set the tempo for the sales 
ideas which follow. For instance the 
preface on one monthly card was as 
follows: 

“The flag pole sitter gets nowhere, 
but the farmer who uses his head and 
buys the proper feeds for his stock 
can still make money. Hold onto that 
hard-earned dollar and only spend it 
where you can get the most for your 
money. We are giving you some of 
our good, tried, and tested feed for- 
mulae. Here’s where your dollar will 
do good work for you.” 

“We tried a short radio advertising 
campaign over a Sheboygan station 
sometime ago,” said Mr. Wagner, “but 
we found that results were not as good 
as through our special cards. A farmer 
likes to get these cards and sit down 
and study them, whereas a spoken mes- 
sage over the radio is not always re- 
membered.” 

Opposes Canvassing Idea 

Mr. Wagner says that his firm has 
never used the canvassing method. He 
does not believe that it would work out 
well in his territory. His advertising 
and service keep him in touch with his 
customers, and when they want feed 
they will usually give his firm a chance 
to sell it to them. Canvassing arouses 
the resentment of many farmers, Mr. 
Wagner declares. He maintains that if 
a business is promoted correctly success 
can be attained without canvassing. In 
some future day and age, it may be 
necessary to canvass for business, he 
says, but for the present, his firm does 
not need to practice it. 

“When I purchase feed for my own 
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The A. L. Wagner feed plant at 


farm I charge myself the same price 
that I charge customers,” declares Mr. 
Wagner. “I feel that this is only fair. 
If my farm is to make a profit for me 
there must be no special discounts of 
any kind. Farmers in some cases know 
this and they accept my statements that 
1 am making a profit without raising an 
eve-brow. Then, too, the practice is 
fair to the business. No feed business 
should sell any feeds at cost, even to 
the owner.” 

Rigid supervision of costs has helped 
a great deal in making this feed busi- 
ness profitable, declared Mr. Wagner. 
Every officer of the concern is paid a 
regular salary and this is included in 
the cost of operating the business. In 
this way the business makes profit on 
a sound cost basis and everyone is paid 
for the effort extended in promoting 
the welfare of the company. No feed 
dealer should operate his business with- 
out drawing a regular salary, Mr. Wag- 
ner believes. If he doesn’t include him- 
self on the regular payroll he is de- 
ceiving himself as to his true operating 
costs. 

Bulletin boards in the large, light, 
roomy office help to attract the atten- 
tion of the customers. One special bul- 
letin board carries newspaper and maga- 
zine clippings of interest to farmers. 
Two blackboards are used for listing 
special buys which the firm is featur- 
ing for the week. Still another black- 
board is used for the convenience of 
farmer-customers in advertising any 
horses, cows, etc. which they may wish 
to dispose of. This little courtesy alone 
has resulted in much good will and 
has also won many new customers. 

Plans Cash Basis 

“We are seriously considering going 
on a cash basis,” declared Mr. Wagner, 
“as we believe it is a very good way 
to operate. However, in our territory 
we have always averaged about 60 per 
cent cash on all sales and we are very 
careful to whom we issue credit. It 
seems during times of depression that 
farmers pay cash for what they buy. 
Many other feed dealers to whom I 
have spoken regarding this say that 
it is true in their territories, too. Dur- 
ing good times a farmer may buy many 
luxuries and let the feed dealer wait 
for his money, but during times of de- 
pression he buys his necessities first 
for cash and then the luxuries after, if 
there is any money left.” 

Mr. Wagner says that he does not 
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Haven, Wis., is always busy. 


believe that his firm has jost more than 
$1,000 in any one year on bad accounts. 
However, a certain percentage for bad 
accounts is regularly figured in on the 
selling costs, so that the firm does not 
lose out in the long run. 

Remedies Soil Conditions 

Farmers are becoming more and more 
interested in good feeding formulae and 
in improving soil conditions, declared 
Mr. Wagner, and it is in studying these 
things that a farmer can improve him- 
self and make a profit on his farm. For 
instance there is very little use in sow- 
ing high test seed in a worn out soil 
hed, yet this has been done time and 
time again in the past, with resultant 
losses to the farmer. Correction of such 
conditions will put the farm on a sound- 
er cost basis and help him earn a profit. 

The modern feed dealer plays an im- 
portant part in showing and _ helping 
the farmer to carry out this intensive 
program of better farming, he believes. 

Officers of the progressive A. L. 
Wagner & Co., are Arthur L. Wagner, 
president and treasurer; Alfred Wagner, 
vice president, and Melvin F. Wagner, 
secretary. 

Melvin is an expert accountant and 
handles the office end of the business. 
The excellent bookkeeping system 
which the company maintains and its 
small losses on unpaid accounts are 
due to his work. Alfred is the mer- 
chandiser who manages the warehouse 
and contacts the farmers who visit the 
plant to make purchases. His friendly 
personality and thorough knowledge of 
the feeders’ needs and problems have 
been valuable factors in ihe success of 
the business. 


W. J. RAY, sales manager and vice 
president, Nutrena Feed Mills, Inc., 
Kansas City, for the past five years, has 
resigned and is now associated with 
the Toledo Scale Co., Toledo, Ohio. 


BEN STARK, Martell, Wis., is 
wrecking his old feed mill and is plan- 
ning to build larger and more con- 
venient quarters in the down town sec- 
tion. 


E. P. DOTY, who operated Doty’s 
Mill, Janesville, Wis., for several dec- 
ades, died recently at his home. He 
was 74 years old and enjoyed a wide 
acquaintance in the feed and milling 
trade. 


THE FEED BAG—MAY, 1932 


Feed Prices +7 Per Cent 
Lower Than in 1929 


Prices of feeds now purchased by 
Wisconsin farmers have declined 47 per 
cent since 1929, according to figures re- 
leased by the crop reporting service of 
the United States department of agri- 
culture and markets. This comparison 
is based on wholesale prices at primary 
markets plus freight to the state. 

Feed prices have fallen more sharply 
than the values of most other commo- 
dities which the farmer buys, the de- 
partment reports. For March the level 
was 29 per cent below the 1910 to 1914 
average. 

When present feed and milk prices 
are compared with their respective aver- 
age pre-war prices, feed prices are lower 
than milk prices, although the spread 
is extremely narrow at present. In March 
of this year 100 pounds of Wisconsin 
milk valued at 93 cents would buy 116 
pounds of bran, 61 pounds of linseed 
oil meal or 2.2 bushels of corn. During 
this same period in 1929, 100 pounds 
of milk worth $2.05 would buy 141 
pounds of bran, 72 pounds of oil meal 
or 2.3 bushels. of corn. 


HEAR SEED TALK 

Henry Lunz, agronomy department, 
University of Wisconsin, Madison, dis- 
cussed field seeds and weed control at 
a meeting of the New Richmond Dist- 
rict Dealers club of the Central Retail 
Teed association which was held at the 
Amery hotel, Tuesday evening, April 12. 
Local trade problems were also dis- 
cussed by those who attended. R. W. 
Junkman, Junkman Elevator Co., River 
Falls, Wis., president of the club, an- 
nounces that another meeting will be 
held about June 1. Plans are under 
way to hold a field day at the agricul- 
tural experiment station at Spooner, 
Wis., in connection with the gathering. 


D. W. McKERCHER, McKercher 
Milling Co., Wisconsin Rapids, Wis., 
recently appeared in a picture in Mil- 
waukee newspapers as the last guest 
to check out of the Gilpatrick hotel of 
this city, which has permanently closed 
its doors. Mr. McKercher regrets the 
passing of this famous hostelry which 
has long been a meeting place for old 
timers and which gained national re- 
nown as the spot where Theodore 
Roosevelt was shot during one of his 
campaign tours. 


ARCADY REOPENS PLANT 

W. D. Walker, first vice president of 
the Arcady Farms Milling Co., Chi- 
cago, has announced the re-opening of 
his firm’s Kansas City plant, which has 
been idle since the first of the year, 
effective May 1. The Kansas City plant 
will be operated particularly to serve 
the fattening feed trade of the South- 
west. All sales, however, will be 
handled from Chicago, where Arcady’s 
main plant and offices are located. 
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SUPER SOY—the NEW Mineralized 
Concentrate—gives your feeders the 
BIGGEST DOLLAR’S WORTH 
that Feed Money Can Buy? 


OW PRICE in itself means nothing—but when it is 
hooked up with a concentrated balancing feed such as EXPELLER 
Super Soy, feeders in a thousand communities quickly be- 
come interested. PROCESSED 


You can tell your feeders—and back up the statement—that 
Super Soy is the most economical, most practical concen- 
trate you can buy. Authoritative tests prove its superior 
feeding value—for all livestock and poultry! 


Super Soy, the new Mineralized Soybean Oil Meal Concen- 
trate, contains over 37% hi-quality proteins. Compare it 
with Linseed Oil Meal, Cottonseed Oil Meal, Meat-Protein or 
other high protein concentrates. You won’t find one that 
has greater feeding value. Proteins, minerals, vitamins— 
Super Soy adequately supplies these essential elements. It is 3 
made by the expeller process, which removes excess oil. Tho- ‘STEM Ol Will 5 
roly cooked—roasted—toasted—palatable—highly digestible. 


Briefly, Super Soy is a feed created by nationally known nu- rere oe St 
tritional authorities to balance farm grains—to give these =“ 
grains greater feeding value for all livestock and poultry— 


and to sell ata LOW PRICE! All farm animals like Super 


Soy. 
Feeders are buying Super Soy. If you 
want a permanent and profitable repeat Each Super Soy 
business in 1932, mail the coupon for free salen — 
sample and full information. ity proteins pn 
seed of more 
than_two (2) acres 
SOYA PRODUCTS, Inc. 
CHICAGO, ILL. Soybeans. 


SOYA PRODUCTS, INC., 
141 W. Jackson Blvd., Chicago, Il. 


Gentlemen: Please send free sample and full information 
about Super Soy. 


Form FB-5 


THE FEED BAG—MAY, 1932 Page Nineteen 


| 
7 

Theres a 

. 


Bacon Is Elected to Head 
California Dealers 


RACTICALLY every phase of 

business was discussed during the 

California Hay, Grain & Feed 
Dealers association convention which 
was held at the Alexandria hotel, Los 
Angeles, April 22 and 23. More than 
200 persons attended. 

Harold Bacon, Santee Supply Co., 
Santee, was chosen president to suc- 
ceed Phil O’Connell, Schuler-O’ Connell 
Grain Co., Stockton, who was presented 
with a gift in appreciation of the work 
done for the organization during his 
term of office. 

Walter Jansen, Jansen & Son, Lin- 
coln, was elected vice president. Others 


chosen on committees to represent the 
various divisions of the industry were 
George Murphy, George P. McNeer 
Co., Petaluma; Earl Lacey, Lacey Mill- 
ing Co., Hanford, and H. W. Amelung, 
Poultrymens Cooperative association, 
Los Angeles, feed group; H. M. Medda- 
ford, Los Angeles; E. R., Long, Bakers- 
field, and Al Weister, Albers Brothers 
Milling Co., San Francisco, hay group; 
Grover Hill, J. B. Hill Co., Fresno; 
Max Viault, California Milling Corp., 
Los Angeles, and Bill Volmer, R. Vol- 
mer & Sons, San Francisco, grain di- 
vision. 


A score of speakers gave brief talks 


Who's Getting the Money 
That Belongs to You? 


Creamenics, milk plants, kennels, farms, homes and 
offices around you are buying fly spray, disinfectants 
and other sanitation products every day. It’s quite a 
business—quite an opportunity to make money. 

The Purina sanitation line is just the thing you need 
to corner this business. It is a complete line—nine 
products in all. Every one has an every-day use; every 
one is advertised ; every one has consumer acceptance. 
Your investment is small—your turnover rapid—your 
profit mighty good in a year like this. Here’s the line: 


Purina Fly Spray (Livestock) 
Purina Fly Spray (Household) 
Purina Chlorena (Germicide) 


Purina Worm Capsules 


(For hogs, poultry, dogs, foxes) 


Purina Dog Soap 


Purina Lice and Flea Powder Purina Livestock Soap 


Purina Tapeworm Kernels 


Purina Cre-So-Fec (Disinfectant) 


See These Money-Makers! 


Without obligation a kit containing the products in the Purina 
Sanitation Line will be mailed to you so that 
you may see and test these money-makers. 


Simply fill in the coupon and mail it today. 


PURINA SANITATION PRODUCTS DEPT. 


PURINA MILLS, 
813 Checkerboard Square, 
St. Louis, Missouri 


Please send by return express prepaid the sample 
kit of Purina Sanitation Products you have oa 


reserve for us. 
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on various phases of the industry. Prof. 
J. H. Tregoe, consultant on credit eco- 
nomics, Los Angeles, created consider- 
able interest by his comments. He de- 
clared that any person who deliberately 
oversold a buyer was committing a 
crime by forcing that merchant to be- 
come a counterfeiter. “Credit extension 
must be based largely on the person- 
ality and character of the person to 
whom it is granted,” he said. “The 
credit policy of the nation primarily 
depends on the confidence in the under- 
lying soundness of the nation.” 

Mr. Bacon, president elect, speaking 
in behalf of the feed industry, recom- 
mended a study of compensation insur- 
ance rates, maintaining that the costs 
seemed high in comparison with those 
offered to other industries. He also ad- 
vocated the passing of a law which 
would make feed bills a first lien on 
livestock. A resolution to this effect 
was adopted. 

The suggestion was also made at the 
convention that the present commodity 
grouping of the board representing hay, 
grain and feed products be expanded to 
include the three functions of whole- 
sale milling, local feed manufacturing 
and feed retailing. 

Numerous other business topics, in- 
cluding trends of the hay, grain and 
feed markets, truck delivery costs, feed 
research work, control laws and legisla- 
tion were also discussed. 

A record crowd attended the stag 
banquet which was a feature of the first 
evening of the convention. Following 
adjournment on the next morning the 
dealers interested in golf competed for 
prizes at the Hollywood Country club. 


ILLINOIS 


Larson’s seed and feed store, Prince- 
ton, has opened a branch in the Apollo 
theater building. 

Economy Feed & Milling Co., Van- 
dalia, has taken over the produce head- 
quarters formerly occupied by the 
Eakin Egg Co. 

Roy E. Baker, Lincoln, has opened 
a general feed store at Stanford. 

D. G. Pfaff & Son, Downers Grove, 
have erected a small feed plant and 


have installed modern mixing and 
grinding machinery. 
Gardner-Fraser Milling Co.,_ Inc., 


Galesburg, has been formed following 
the reorganization of the Galesburg 
Milling Co. Officers of the new firm 
are B. F. Gardner, Charles Cannell and 
E. G. Fraser. 

H. D. Egley, Chicago, has resigned 
as secretary and executive vice presi- 
dent of Allied Mills, Inc. 

James DeFillippi, widely known flour 
and feed merchant, Spring Valley, died 
April 26, from injuries suffered when 
he was struck by an autemobile while 
crossing the street. 

Edgar Block, Georgetown, has taken 
over the elevator and feed business for- 
merly operated by the Sidell Grain & 
Feed Co. 

West Frankfort Flour & Feed Co., 
West Frankfort, which was _ recently 
wiped out by fire, is continuing business 
in a new location, two doors south of 
the old plant. 
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Destruction Follows in Wake 
Of Portable Mills 


ONTINUED destruction of prop- 

erty and injury to life and limb 

follows in the trail of the port- 
able mill movement. Experience is 
gradually teaching the farmers. that 
these itinerant machines are a menace 
and that it is safer and more econom- 
ical to patronize the established grist 
mill. 


The above illustration appears on one 
of two posters which are being distrib- 
uted free of charge to dealers by Sprout, 
Waldron & Co. Muncy, Pa. They 
are intended to help the dealer fore- 
warn his customers of the dangers they 
are inviting when they permit portables 
to operate on their premises. The post- 
ers are 18 by 12 inches and are printed 
in red and black. 


“Why take a chance?” reads the war- 
ning below the fire illustration. “How 
much would you lose by a fire? Re- 
member that many insurance companies 
are suspending their policies during the 
operation of a portable mill. We take 
the risk—also give dependable, efficient 
quality service always. Think it over.” 

The second poster pictures a portable 
mill mired in the mud near a farm 
house with the operator and _ several 
farmers wasting their time in attempt- 
ing to extricate it. Copy below the il- 
lustration reads: 


“Avoid costly delays by using our 
dependable grinding service. We are at 
your service always. Think it over.” 

Reports of fire and injury to life and 
limb caused by portable mills continue to 
reach the offices of The Feed Bag. All 
of these recently received are from IIli- 
nois. 

George Crofton, a portable mill oper- 
ator, residing near Mt. Carroll, Ill., lost 
three fingers when he attempted to re- 
move grist that had clogged in the ma- 
chine. The accident happened on the 
Lake Flickinger farm west of Lanark. 


A barr on the Dean Cortleyou farm 
one mile south of Raritan, Ill., was des- 
troyed by a blaze which resulted when 
a portable mill operating in the build- 
ing backfired. The man regulating the 


machine received severe burns in at- 
tempting to extinguish the blaze. As 
the truck was driven from the barn 


the gasoline tank exploded, endanger- 
ing the lives of the farmer and several 
small children. 

Another portable mill which was in 
operation on the Louis Claussen farm 
six miles east of Eureka, IIl., suddenly 
burst into flames. The fire was extin- 
guished with chemicals by a neighbor- 
ing fire department which was called 
to the scene. Both truck and mill were 
hadly damaged. Fortunately the loss of 
farm property was averted because the 
operator had just finished the job and 
was driving away when the fire broke 
cut. 


Pennsylvania Association 
Meets in September 


The Pennsylvania Millers & Feed 
Dealers association will hold its next 
annual convention at the Americus 
hotel, Allentown, Pa., September 14, 15 
and 16, George A. Stuart, secretary, 
announces. Preparations are already 
under way for an interesting three-day 
program. 

Tentative plans include entertain- 
ment at the Lehigh Country club on 
Wednesday afternoon of the convention 
and the annual banquet in the evening. 
A new feature will be introduced this 
vear. All dealers are requested to pre- 
pare papers on milling costs, business 
practices, and other trade topics. Prizes 
of $10.00 each will be awarded for the 


‘best presentaticns. 


Allentown is the headquarters of 
Julius Lantz, president of the associa- 
tion, and he promises that all facilities 
of the city will be made available to 
assure a successful convention. 


American Millers to Meet 


On May 18, 19, 20 


American Millers association has com- 
pleted plans for its annual convention, 
which will be held at the Kentucky 
hotel, Louisville, Ky., May 18, 19 and 
20. T. W. Vinson, secretary, extends 
a cordial invitation to the trade. 


“The American Millers association,” 
he writes, “is intended only for small 
millers operating plants with a capacity 
under 300 barrels a day. All such mill- 
ers are welcome whether or not they 
are members of the association.” 

Grinding costs, power problems, tech- 
nical data on milling and other im- 
portant trade problems will be dis- 
cussed by speakers. The annual ban- 
quet will be held on the second even- 
ing of the convention. 


Ohio Dealers Complete Plans 


For Annual 


LANS are being completed for the 

53rd annual conventidn of the 

Ohio Grain, Mill & Feed Deal- 
ers association which will be held at 
the Argonne hotel, Lima, Ohio, June 
28 and 29. 

Four speakers have already been ob- 
tained for the program. A. B. Conkey, 
G. E. Conkey Co., Cleveland, will ex- 
plain why proper feeding is necessary 
for the success of the poultry industry. 
Activities of the farm board will be re- 
viewed by H. A. Butler, president Grain 
& Feed Dealers National association, 
and Dr. Rudolph Broda, Antioch col- 
lege, Antioch, Ill, will give his im- 
pressions of Russia which he gained 
from the journey. 
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Convention 


The annual banquet will be held at 
the Eagles’ home, on the first evening 
of the convention, and Dr. W. Gray 
Moseley, Chicago, will be the principal 
speaker. He will discuss the economic 
situation of the country and will give a 
forecast of the trend in grain prices. 

W. W. Cummings, secretary of the 
association, has sent questionnaires to 
all members asking for information on 
power rates. Dealers are requested to 
fill them out and return them at once. 
Data obtained through the question- 
naires will be used in determining the 
action which is expected to be taken 
at the convention for seeking a reduc- 
tion in power rates from the electric 
companies serving the territory. 
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Letters from Our Readers 


Up From the Soil 


My subscription expires with your 
next issue. I want to tell you that I 
have enjoyed reading your magazine. 
You are doing a good job. I am asking 
you to let me off for one year and then 
I will be back with you. { am taking 
some other magazines this year. 

I am working on an idea to develop 
the community or small town unit. The 
trouble I find is that all machines and 
processing units the small towns need 
are too large. I could plan a combina- 
tion of units that would enable a com- 
munity to diversify its crops and ani- 
mals—all interiocking and feeding and 


supplementing each other if the ma- 
chinery was made to fit the business of 
the small town. Electric power lines 
would not do us any good unless all 
had transformers to step the power 
down so we could use it. If the other 
machinery people would do what the 
motor people have done, it would help 
the small town people. 

Prosperity has got to come from the 
people—small town people and build up. 
The top prosperity has busted. What we 
need is a unified program for small 
towns with a combination of machines 
and processes whereby the small towns 
can utilize modern methods and cash in 


Words of 


SOLID GOLD 


— When a feeder says about his dealer: 
“HE KNOWS THE FEED BUSINESS” 


ODAY in the feed business there is little 
room for the dealer who is indifferent about 
the problems of his feeder-customers. 


The dealer who says ‘‘Well, let’s take a look at 
those chicks’’ and finds out, for example, that 
the brooder house is underheated—the dealer 
who knows what to look for and suggests a way 
to remedy the trouble—that dealer is building 
a future feed business that is safe from the 
inroads of competition. 


He knows from study and from his contact 
with his feeders that feeds are often blamed 
for troubles that have some other underlying 


cause. 


And because he knows, he helps to. 


right those situations—and sells more feed in- 
stead of losing good customers. 


HERE’S HELP FOR YOU 


Through the service of the Wayne Educational 
Staff, Wayne Dealers are given practical sug- 
gestions on any individual problem of their 


feeders. 


This service is a broad service—and 
every Wayne dealer can use it to build 
good will and growing profits. 


ALLIED MILLS, Inc. 


Executive Offices: 


Chicago 
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on and work with the natural forces of 
nature around them so they can con- 
vert these forces into dollars and cents 
—via machinery. 

(1) Take the feed business—This is 
ene department where a lot of lost mo- 
tion and unnecessary hauling and ex- 
pense accumulates. Our colleges, feed 
magazines and machinery people (if 
they could get the idea) ought to get 
together and work out the best for- 
mulas for feeding each age and class 
of live stock—work out formulas to suit 
each crop section and then the com- 
munities could grow crops necessary to 
produee their own feed. 

(2) Take the other end—Selling the 
things the farmer grows—small fatten- 
ing, killing and processing plants—cold 
storage and if necessary “quick freez- 
ing’ units (if machinery people would 
make in small units). We have a new 
system of transportation—(good roads). 
We have small unit motor vehicles— 
(trucks and cars). The small town peo- 
ple have intelligence and brains enough 
to know how to use these units. Now 
what we need is to get processing and 
packaging units geared up to suit the 
motor truck, etc. 

The machinery people are still think- 
ing in terms of railroad trains and big 
western feed mills. Chicago packing 
plants and big canning factories. All 
these big things have served a past gen- 
eration and time. These big things 
must be broken into (10,000) ten thou- 
sand units and scattered over the coun- 
try from east to west and south to 
north. New prosperity is going to be 
broad and wide. It is coming up from 
the soil. Up from the thousands of 
small towns and communities, when and 
if these can get to utilizing their 
own sunshine, heat and moisture and 
natural resources and worked out into 
real cash by synchronized, interiocking 
and intermeshed gears to suit their 
needs. 

If you have any information, books 
or literature bearing on the above idea, 
I would be glad to have a list of them. 
I have subscribed to Ice & Refrigera- 
tion, New Era in Food Distribution and 
have a book “Too Many Farmers” and 
“The Small Town”. Wouid be glad to 
hear from you. 

FRANK H. SHIRLEY 
Westminster, S. C. 
* * * 


Thanks, Mr. Davis 


The reason I like your magazine is 
because it deals in a_ straightforward 
manner with those things feed salesmen 
and feed dealers are thinking of from 
month to month. Your paper has been 
recommended to many in Western 
Pennsylvania by me. I hope you have 
benefited by increased subscriptions 
from that section. 

C. iL. DAVIS 
Huntington, W. Va. 


AL. LOIS, A. H. Lois Feed Co., 
Bassett, Wis., recently visited the of- 
fices of The Feed Bag dressed up like 
the Prince of Wales. The staff hur- 
ried to congratulate him but At an- 
nounced that it was not his wedding 
this time but that of his cousin. He 
served as usher and accompanied the 
bridal party to Milwaukee where every- 
body “had their picture took.” 


; 
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Group Buying, Power Costs Discussed 
By Illinois Association 


Zehr Reelected President at Peoria Meeting 


LTHOUGH no definite steps 

were taken toward the actual 

formation of a cooperative buy- 
ing society, members of the Illinois 
Community Feed & Grinders associa- 
tion were one step nearer the fulfill- 
ment of this plank of their program 
when, at their second annual conven- 
tion, they authorized the officers to con- 
tinue an investigation of group buying 
started by Secretary C. R. Woodruff, 
Polo, and to take such action as they 
may deem fit. 

The motion empowering the officers 
to organize a cooperative buying or- 
ganization came after a report by the 
secretary of his investigations during 
the past 60 days, a general discussion 
of the possibilities of such a set-up and 
definite suggestions from the members. 
Included in the secretary’s report were 
figures showing the volume of feeds 
and concentrates retailed by members 
who had answered a questionnaire he 
had sent out, and proposed contracts 
offered by two manufacturers. <Assur- 
ance was given the members by Presi- 
dent Dan S. Zehr, Mackinaw, that every 
effort would be made to start coopera- 
tive buying should further investigation 
make it appear practical. 

Power for Grinding 

Power for grinding, another point in 
the feed dealers’ program, was consid- 
ered in the opening session of the con- 
vention, which was held at the Jeffer- 
son hotel, Peoria, April 28-29, when 
the feed men listened to an illustrated 
talk on modern Diesel engines given 
by J. R. Monroe, Caterpillar Tractor 
Co., Peoria. Mr. Monroe told of the 
work accomplished by his company and 
showed illustrations of the Diesel trac- 
tor built by it. Interest was shown 
in this type of power as a possible sub- 
stitute for electric energy when in the 
general discussion which followed Mr. 
Monroe’s talk, many questions regard- 
ing the feasibility of this engine as a 
stationary power unit were asked him. 
Further interest was shown the follow- 
ing morning when the feed dealers were 
taken through the Caterpillar factory 
and given an opportunity to see the 
Diesel engines in operation. 

Meeting today’s problems in the feed 
business was the subject of a talk given 
by J. L. Savage, Lincoin, who told 
some of the methods used by his organi- 
zation to build up consumer confidence 
and increase sales of commercial feeds. 

Knowledge of Feeding 

“Two years ago we realized that none 
of us were adequately informed on the 
subject of feeds and feeding practices, 
so I hired a nutrition expert. We had 
a company school one night each week, 


starting upon poultry feeding methods. 
Later when we had a good working 
knowledge of this subject we started on 
hog and steer feeds. 

“This training has enabled us to com- 
petently advise any of our customers 
who seek information on their feeding 
problems, but there is one thing 
we adhere to scrupulously; we never 
offer any advice unless it is asked for. 


Convention Dates 


May 10 and 11 
Illinois Grain Dealers Association, Dan- 
ville, Ill 


May 17 and 18 
WesternGrain & Feed Dealers Association, 
Des Moines, Iowa. 


June 2, 3 and 4 

American Feed Manufacturers Associa- 
Lick Springs Hotel, French 
ick,Ind. 


June 20 and 21 
Central Retail Feed Association, Schroe- 
der Hotel, Milwaukee, Wis. 


June 28 and 29 
Ohio Grain, Mill & Feed Dealers Associa- 
tion, Argonne Hotel, Lima, Ohio. 


July and 6 
Ind ational Hay Association, Fort Wayne, 
nd. 


September 14, 15 and 16 
Pennsylvania Millers & Feed Dealers As- 
sociation, Americus Hotel, Allentown, Pa. 


September 19, 20 and 21 

Grain & Feed Dealers National Associ- 
ation, West Baden Springs Hotel, West 
Baden, Ind. 


If a customer requests a certain kind 
of feed or certain concentrates to mix 
with his own grains, we sell it to him 
cven if we believe we could suggest a 
more efficient and economical feed. But 
if he asks what would be the best feed 
for his stock, we give him the benefit 
of our knowledge and experience. We 
find that it works to both our advantage 
and to the advantage of our customers. 
Good feed will gain friends and hold 
their confidence but you must have a 
successful, proved plan and.know how 
to explain it. Be sure you know, and 
you can build a successful business,” 
he concluded. 

At the Wednesday morning business 
session reports of the seretary and 
treasurer were read and a change was 
approved in the by-laws, reducing the 
number of directors from six to three. 
At the suggestion of President Zehr, 
the salary of the president was elimin- 
ated for the ensuing year and a depres- 
sion budget adopted. 

“Balancing Formulas” was the sub- 
ject of a talk given at the opening of 
the afternoon session by Charles R. 
Leake, Dixon. He showed the feed 
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men how to figure contents of feed 
mixtures for farmers who wished to 
supplement their own grain with con- 
centrates and prepared feed mixtures. 
He told of the value of this service 
to feec customers and said that this 
kind of a service for customers was 
the best argument he had been able to 
find to combat the portable mills. 
“They’re not bothering me enough to 
worry about,” he added. “A _ portable 
mill customer can soon be sold on the 
idea of properly balanced feeds, and 
then I sell the feeds.” 


A close-knit organization which will 
protect the interests of its members was 
urged by Ben L. Smith, Pekin, attor- 
ney for the association. He told them 
they had made startling gains during 
their first year but warned them that 
they must put up a united front if they 
were to continue to enjoy the measure 
of success they have so far achieved. 


Hazards of Portables 


Power problems were discussed in an 
open forum during which the problems 
of electric energy rates were discussed. 
Members from various sections told that 
they had electric rates ranging from 
2.20 cents up to 7 cents. Here again 
Diesel engines came in for a large share 
of interest. 


At the Thursday morning session J. 
L. Nelson, of the state department of 
agriculture, gave an address on the func- 
tioning of the state feed laws and the 
regulations adopted by his department 
for their enforcement. He urged the 
feed dealers to avail themselves of the 
services offered by the department. 


The portable mill question was intro- 
duced into the convention in a talk by 
R. W. Tesch, of the state fire marshall’s 
office. Mr. Tesch told of some of his 
observations during a recent trip on 
which he visited seven portable mills. 
He said that few of them carried a fire 
extinguisher of any type and that but 
one carried full coverage insurance for 
the protection of the operator and the 
customer. He described some of the 
possible fire hazards, which included 
gasoline leakage from the carburetor; 
trash and oat hulls being allowed to 
accumulate on the frames and floors of 
the motors; lack of a ground to carry 
off static electricity; hot exhaust pipes, 
and possible dust explosions while oper- 
ating inside a barn or corn crib. None 
of the precautionary requirements im- 
posed on stationary grinders now apply 
to portables, he said. 


Nutrition requirements of dairy cat- 
tle were discussed in the afternoon ses- 
sion by C. S. Rhode, dairy husbandry 


(Continued on Page Twenty-nine) 
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H. E. Babcock, G. L. F. Manager 
To Resign June 30 


E. BABCOCK has resigned as 

general manager of the Coop- 

® erative Grange League Feder- 

ation, Inc., Ithaca, N. Y., effective June 

30. He will, however, continue as 

president of the holding corporation 

and expects to serve the G. L. F. in 

this capacity on a part time basis for 
an indefinite period. 

The G. L. F. operates one of the 
largest feed manufacturing plants in the 
country and Mr. Babcock is well-known 
te the feed trade, particularly in the 
East where last year he addressed the 
annual convention of the Eastern Fed- 
eration of Feed Merchants, predicting 
an impending “war” between local and 
transit mixers. 

Mr. Babcock tenders his resignation 
at a time when the G. L. F. is enjoy- 
ing particularly favorable business in 
the face of conditions which are try- 
ing all industry. He reports that March 
was the biggest March the G. L. F. 
ever had in tonnage, that April has a 
good chance of being the biggest April 
and attributes this growth in volume to 
ever increasing efficiency and aggres- 
sive advertising. 

The text of Mr. 
resignation follows: 

“On June 30, 1932, I shail have com- 


Babcock’s letter of 


FROEDTERT GRAIN. 


pleted ten years’ service as general 
manager of the G. L. F. From present 
indications, the G. L. F. on that date 
will be in the best financial condition 
and will be enjoying the largest volume 


of patronage in its history. 
“As far as I am able to foresee the 
needs of the next few years, the G. 


L. F. is adequately 
efficient service to 


organized to render 
the farmers of the 


New York milk shed. Furthermore, 
since all the purely business activities 
of the exchange are now entirely 
handled by subsidiary corporations, 


with control ultimately resting in the 
holding corporation, a yeneral man- 
ager of the G. L. F. may well be dis- 
pensed with and some expense saved. 

“In view, therefore, of the satisfac- 
tory condition of the exchange, and 
because of the personal reasons which 
I list below, I shall appreciate it if 
you will accept my resignation as gen- 
eral manager, effective not later than 
june 30, 1932: 

“(1) I desire more time at home and 
more time for my farm. 

“(2) Since my breakdown four 
years ago, I have not taken a day’s 
vacation and my “nights and Sundays” 
have literally been my busiest hours. 
I feel it unwise to continue such a 


pace. 

“(3) While I can still be available 
for emergencies, I want to make cer- 
tain we have built an institution which 
can go on indefinitely serving farmers 
of the New York milk shed without 
depending too much on any one indi- 
vidual. 

“(4) I want some time for wider 
study and observation of the coopera- 
tive movement, and for writing about 
it, especially the field of local market- 
ing service, in which I am convinced 
there will be major developments dur- 
ing the next ten years. 

“In order that the exchange may not 
lose out on the investment it has made 
in my experience, I am willing, if you 
wish, to continue as president of the 
holding corporation on a part time 
basis for an indefinite period. 

“In conclusion, may I thank you 
gentleman of the board, and your pre- 
decessors, for the splendid support you 
have always given me as general man- 
ager. You have been fair and wise in 
your counsel and an inspiration in your 
zeal to serve farmers. If ever a man 
was given a chance to make good with 
an institution, you gave it to me. I 
trust the results have justified your 
confidence.” 


EASTMAN CARTWRIGHT Lunm- 
ber Co., Lancaster, Wis., has pur- 


chased the T. F. Orton warehouse of 
the same city and is now retailing a 
complete line of flour and feed. 


MALTING CO. 


GRAIN and FEED 


MILWAUKEE 


MINNEAPOLIS 
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Service Plan Boosts 


Ohio Dealer’s Sales 


C. TIBBAL, Tibbal feed store, 


Poultry 
Beckett, Ohio, has boosted 


l 3 commercial feed sales more 


than 50 per cent by giving his custom- 
ers practical instructions in poultry 
management. This is done through the 
services of a local poultry authority 
who visits the different farms under 
Tibbal’s direction, and the plan was 
put into action by a newspaper adver- 
tisement worded thus: 
A CERTAIN OLD 
PESSIMIST SAYS 
That poultry can no longer be 
raised at a profit. We refuse to 
believe it, and just to prove he’s 
wrong, we are going to show 
farmers of this county how to 
get a worthwhile income from 
chickens this year. 

If your flock is not doing as 
well as it should, call us. We 
have a man who is thoroughly 
familiar with the poultryman’s 
troubles and his service will 
cost you nothing. 

TIBBAL FEED STORE 

“Farmers as a class are pretty much 
discouraged over present business con- 
ditions,’ Tibbal explained. “Poultry 
flocks and livestock herds are being 
reduced in size, and in many cases no 
young stock is being raised for replace- 
ment. This is especially the case among 
the smaller farmers who make up the 
bulk of the feed-buying public, and it 
finally occurred to us that the time 
was ripe for dealers to abandon some 
of the old cut-and-dried advertising 
methods, and show folks by practical 
demonstrations how poultry could still 
be produced at a profit under proper 
conditions. 

“To bring this about, we engaged a 
local poultry authority who agreed to 
examine, cull and treat flocks on various 
farms in our territory at a fee of 30 
cents per hour while employed, travel- 
ing and sundry expenses extra. Under 
his direction our newspaper advertis- 
ing was prepared. 

“Our first announcement appeared in 
August, and judging from the number 
of replies, more than 80 per cent of our 
poultry owners were having trouble in 
flock management. Our poultry service 
man made direct calls on some of these 
folks and helped to weed out unprofit- 
able birds, but in the great majority of 
cases a telephone call was sufficient to 
straighten out many difficult problems 
in care and management. In other cases, 
a word or suggestion of encouragement 
aided a discouraged flock owner in put- 
ting his poultry back into profitable 
condition. 

No charge was made for this service, 
nor was the farmer asked to buy any- 
thing, but the instructor made it clear 
that properly balanced feeds of recog- 
nized quality were as essential to profit 
as good birds. We saw to it that our 
store was completely stocked with the 


goods which this authority recommend- 
ed, and folks were invited to try them 
at the first opportunity. A record was 
kept of all persons served in this way 
and the big majority of them became 


customers. After a few weeks’ trial, 
these folks began reporting profit over 
feed cost. Neighboring poultrymen ob- 


served the results and within three 
months commercial feed sales began to 
climb. At the end of our fiscal year our 
books showed a sales increase of more 
than 50 per cent. 

“We find that service stunts and 
methods of this kind are a wonderful 
help in keeping rural folks in action 
and this paves the way to a stabilized 
demand for commercial feeds. Similar 
methods can be used in stimulating in- 
terest in either poultry or livestock, 
and the work can be pushed by the 
feed dealer at any season.” 


Handy Sackholder 


Sackholders save time and labor in a 
feed mill and help to keep the premises 
clean. An easy and simple way to make 
one of these handy holders is to take 
one of the lower windshield frames of 
a junked Ford car. Remove the cast 
iron portions at each end by taking 
out the screws and letting them fall 
from the tube or shell of the frame. 
Pound the ends of the frame flat for 
about two inches from each end and 
then nail in a convenient place as shown 
in the picture above. ‘The device is 
wide and rigid enough to hold a large 
number of sacks. 


Cards Get Farmers Interested 
In Free Feed Booklets 


H. RUSSELL, owner of Rus- 
sell’s Supply store, Dale, Ohio, 
* has a novel way of getting feed 
booklets into the hands of his custom- 
ers. Russell obtained the names of far- 
mers in various parts of his territory 
and recorded the list at his store. Once 
or twice a month he goes over the 
names and sends to each person a pos- 
tal card, worded thus: 
Someone has left a free book 
in our care for you. Stop at 
our store next time you come to 
town and get your book. 
C. H. Russell. 

“Practically every manufacturer of 
commercial feed has booklets and other 
literature prepared for the customer’s 
benefit,” Russell explained. “And the 
dealer who fails to get this material be- 
fore the public is missing a big adver- 
tising help. Instead of depending upon 
folks asking for these booklets in the 
ordinary way which is seldom success- 
ful, we use a special stunt to arouse 
interest. 

“We mail out a supply of cards just 
as soon as a pile of literature accumu- 
lates at our store and within a few 
days we begin to get calls. The caller 
is of course curious about what he is 
getting, so we explain in each case that 
the booklet has been prepared upon ex- 
pert authority to meet modern feeding 
requirements. We also suggest that he 
test out some of the formulas and sug- 
gestions published therein, and if they 
do not make or save him money we 
agree to refer his results direct to the 
company. This always pleases the call- 
er and in the big majority of cases he 
becomes a regular customer. 


“We find this literature especially 
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helpful in acquainting folks with new 
brands of commercial feeds, and aiso 
with farmers who have turned to home- 
mixed feeds because of low price. The 
booklets lay a firm foundation for all 
our local advertising, and since they 
are published and sent out by the com- 
pany at frequent intervais we find them 
real sales-makers at all seasons.” 


OHIO 

Lyndon Grain & Feed Co., Lyndon, 
has been purchased by Edgar Wright. 

Joe Zea, New Paris, has succeeded 
Tom Reed as manager of the Sunshine 
Feed store, Centerburg. 

Akron Feed & Milling Co., Akron, 
has, been acquired by the Urbana Mills, 
Urbana, and all of the equipment has 
been moved to that city. 

Stanley West who operates a_ feed 
store at Wilmington, recently lost his 
automobile in a blaze believed to have 
been started by a short circuit. 

Greenwood Feed Co., Cortland, was 
recently looted of large quantities of 
alfalfa, timothy, clover seed and flour 
by vandals who carted the merchandise 
away in a truck during the night. 


WISCONSIN 
David Davis’ flour and feed ware- 
house, Randolph, was recently des- 


troyed by fire. 
mated at $25,000. 
Mrs. Laura Froedtert, mother of Kur- 
tis Froedtert, president, Froedtert Grain 
& Malting Co., Milwaukee, died April 
15 at her home. 
Pete Olson’s flour and feed mill, 
Mason, was recently damaged by fire. 
Charles Carrol Ladd. former presi- 
dent, Osceola Mill & Elevator Co., Os- 
ceola, died recently at his home. 
Parker Newman, dealer at Juda, has 
leased property at Brodhead and will 
establish a branch store there. 


Total loss was esti- 
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our § go farther! 
our profits are larger? 
our turn-over is faster?! 


That's how our 


Mixed Car Service 


will benefit you 


FLOUR— POULTRY FEED— MILL 
FEEDS— DAIRY FEEDS—all in 
one car. 


One Draft to pay, One car to unload, 
Stock always clean and fresh. 


A Complete Milling and Customer Service 
No trouble to quote prices 


ISCONSIN MILLING CO. 


en omonie, Wisconsin 


RUSSELL-MILLER MILLING CoO. 
General Offices, MINNEAPOLIS, MINN. 
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ALL FEED SUPPLIES 


....at Attractive Prices 


(] Staley’s Corn Gluten Feed—23% Protein 
(] Staley’s Corn Germ Meal—18% Protein 


(] Staley’s Soy Bean Oil Meal—41% Protein 
Quality Concentrates—Straight or Mixed Cars 


(] Puritan Brand Crushed Oyster Shells 
Chief’? Meat Scraps—Over 50% Protein 


Manufactured in Milwaukee 
Best Quality—Uniform Low Fat Content 


(_] Semi-Solid Buttermilk — Consolidated Pro- 
ducts Co. 


(_] Gunning’s Pure Norwegian Cod Liver Oil 

[] Peat Moss [] Corn [] Oats’ [] Bran 
Midds Flour Midds [] Hominy Feed 
(| Linseed Meal [] Reground Oat Feed 

(_] Brewer’sGrains [] Malt Sprouts Hay 


Use the Phone—Call Marquette 3140 
»» Or Check Items on this Ad and Mail to 


DEUTSCH & SICKERT CO. 


Chamber of Commerce 


MILWAUKEE, WISCONSIN 


If You Ever Needed 
Selling Ideas 
Now’s the Time 


It takes tact to develop business 


‘these days—swivel chair selling is 
taboo. 


Read The Feed Bag and learn how 
live, alert dealers are making money. 
Study and apply their methods and 
you can do likewise. Let ‘“‘The Mer- 
chandising Magazine of the Feed 
Industry” help you build sales. 


To THE FEED BAG 
210 East Michigan St., Milwaukee, Wis. 
Send each monthly issue of The Feed Bag to me for one year. 


{_] I will remit $2.00 on receipt of invoice 
{| Find check for $2.00 enclosed 

[] Send Sample Copy 

{| Renew my subscription for one year 


| 
| 
| 
| Print Your Name 
| 
| 


Firm Name 
Address 


City and State 
(5 years for $5.00; 2 years for $3.00) 
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Among Our Advertisers 


HERE are many items of in- 
terest about our advertisers 
which seem to have no _ place 


in The Feed Bag as a merchandising 
magazine so we are now starting this 
little department “Among Our Adver- 
tisers”, as a regular feature of the pub- 
lication. 

The leading firms in the feed indus- 
try are continuing to place a good 
volume of advertising in The Feed Bag 
each 
us to continue our service to the read- 
ers without much curtailment. This is 
fortunate because now is the time 
when we all need to exchange success- 
ful experiences to help each other meet 
present conditions and it is in the ex- 
change of experiences that The Feed 
Bag attempts to be of greatest service. 

The advertisers enabling this service 
to be continued should be particularly 
remembered by our readers for it is 
almost a 100 per cent proposition that 
the firms who are continuing their ad- 
vertising to the dealers are also con- 
tinuing the type of cooperation to deal- 
ers which means increased business 
and profits. 

We are proud of the fact that our 
advertisers without exception are keep- 
ing on their toes and refusing to slacken 
their efforts to help the teed industry. 
Just one example of this spirit is found 
in the complete feed manufacturing 
plant which S. Howes Co., Inc., has 
erected at Silver Creek, N. Y., to dem- 
onstrate Sizer’s feed cubing and pellet- 
ing machinery. 

M. L. Barbeau, secretary and treas- 
urer of the company, tells us that this 
new model mill can actually turn out 
cattle feeding cubes at the rate of 1% 
tons an hour whereas the capacity on 
sheep and hog feeds will range around 
5 to 7% tons daily. Although the plant 
has been in commission for a com- 


month and this fact has enabled 


paratively short time, it has been vis- 
ited by a number of prominent feed 
manufacturers and recently 12 lots of 
feed, 500 to 2,000 pounds each, were 
waiting their turn at the plant to be 
converted into cubes and pellets. 

The illustration herewith reveals a 
testing plant of decidedly clean appear- 
ance. A Sizer cuber with Cascader 
electromagnet separator on top to rid 
the feed of metals is in the foreground. 
This cuber discharges its product on to 
a cooling conveyor. Directly back of 
the cuber is Sizer’s Biorb, likewise pro- 
tected by an electromagnet. The pur- 
pose of this unique machine is to pellet 
chick and developer feeds and for such 
the dies used are 1/16” and 1/8” re- 
spectively. 

This machine also discharges its fin- 
ished product on the cooling conveyor, 
half the length of which is hooded over. 
Through a slotted pipe within the hood 
a strong blast is caused to circulate over 
the slowly moving cubes or pellets so 
as to drive off their content heat. When 


the cubes or pellets reach the far end, 


of the cooling conveyor they drop into 
a receptacle which guides them to an 
elevator of the creeper type which car- 
ries the compressed feeds to the second 
floor. Here a Buhler-driven scalping 
shoe sifts out the meal and anything 
of a coarser nature than the cubes or 
pellets themselves. 

After this screening operation the 
compressed feeds pass by gravity into 
a special cooling bin of double walled 
construction, having perforated metal 
inside and louvres out. Through the 
descending walls of cubes or pellets is 
blown a strong blast of pure cold air 
which quickly carries off the heat and 
within a few moments the feeds are 
ready to be sacked from the hopper 
bottom of the cooling apparatus. 

The entire arrangement is such that 
a thorough study of the manufacture of 
compressed feeds can easily be made 


through a _ personal visit to the S. 
Howes Co. headquarters at Silver 
Creek. 


PECOS VALLEY MILL 


The sweet scent of alfalfa hay per- 
vades the atmosphere surrounding this 
building. It is the Rupert, Idaho, 
mill of the Pecos Valley Alfalfa Mill 
Co., Hagerman, New Mexico. Here the 
hay is turned into meal and bagged 
for shipment to all parts of the country. 
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Purina Wages Deadly 
War on Flies 


Constant war is waged on flies with 
poisons more deadly than the gases 
used during the world war in regular 
tests which are made in the research 
laboratories of Purina Mills, Inc., St. 
Louis, Mo. H. E. Whitmire, of the 
Purina staff, directs the devastating at- 
tacks. The tests are conducted to de- 
termine the effectiveness of solutions 
used by the firm in the manufacture 
of fly spray. 

Flies used in the experimental work 
are all of the same age. They are nur- 
tured from eggs laid by adult flies and 
upon maturing are placed into a 
screened death chamber where they are 
subjected to vapors from an atomizer 
into which the various solutions are 
placed. 

“Developing an effective fly spray 
corresponds in many ways to creating 
poison gas and other implements of 
war,’ says Mr. Whitmire. “Only in 
this case the destruction is construc- 
tive. Finding methods of getting rid 
of flies, in my mind, is a quick way 
to get rid of many communicable dis- 
eases among human beings and _ live- 
stock.” 


SHIP BY CANAL 


Feed mixers have made plans to ship 
molasses from New York harbor to 
Buffalo by barge canal with the open- 
ing of navigation on the state waterway 
system connecting those two _ cities. 
Two canal crafts have been especially 
equipped to carry such cargoes and large 
storage tanks have been erected at Buf- 
falo to receive the tonnage. A _ con- 
siderable saving in freight is expected 
10 result from this movement. 


WILLIAM HOFCHEISS, ¢. 
Schafer Co., St. Louis, called on the 
Milwaukee feed trade May 3 in the in- 
terests of the St. Louis futures market. 


HAROLD R. WARD, vice president 
and sales manager, Russell-Miller Mill- 
ing Co., Minneapolis, and Mrs. Henriet- 
ta J. Piper were married March 31. 
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Business Can’t Be Run 
On Promises to Pay 


(Continued from Page Ten) 


He departed happily to deposit in the 
bank. 

When he returned Mickey, the office 
boy, bubbling with enthusiasm, scurried 
to his desk. 

“Mr. Jones,’ he said, “Sid Porter 
came in while you were gone and left 
a check for $50.00. He says he'll pay 
the rest soon. And he ordered two 
more tons of that dairy feed and said 
for you to send it up this afternoon 
and he’d pay you when you got to the 
yard.” 

“That's Mickey. 


fine, I think I’m 


going to give you a little raise beginning 
the first of the month. This cash basis 
is the only way to do business.” 

Spot, the warehouse cat, basking in 
the sunlight at Lem Jones’ feet, looked 
up at her master with understanding 
eyes and purred her assent. 


BABY CHICK MEETING 

Officials of the International Baby 
Chick association met in Milwaukee 
last week to make plans for the an- 
nual convention which is to be held 
here in August. Headquarters during 
the meeting will be at the Schroeder 
hotel, Milwaukee, and the exhibits will 
be maintained at the Milwaukee audi- 
torium. A large number of feed trade 
members is expected to attend. 


— WHEAT 
MIXED FEED 


—Wheat Low Grade Flour, Red Dog,’ 
Middlings, Bran, Screenings 
not exceeding mill run ” 


ST. PAUL, MINN. ——— 


Office 315 Corn Exchange 
MINNEAPOLIS, MINN. A 


CAPITAL FLOUR MILLS, 


MINNEAPOLIS, MINN. 


Queen Wheat Feed 
Cherokee Middlings 
Mid-Dog Middlings 


ee Your trade will appreciate 
these quality feeds, and in- 
crease your volume of busi- 
ness which means increased 
number of customers and 
larger profits .«. These quality 
feeds are manufactured in our 
own mills. 


Inc. 
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2 NEW SUPERIOR DIAMOND 


Grinding Plates 


have been perfected in our 
plant — the latest develop- 
ment in plate makeup. 

We guarantee these p!ates 
to last longer, grind faster 
and cooler, give better satis- 
faction all around than any 
similar p!ates now offered. 

A set of these plates will 
be shipped on thirty days 
trial — you to be the sole 
judge of their performance. 

If they fail to give satis- 
faction we agree to take them 
back and pay shipping costs 
both ways. Get our new and 
lower Price List today. 


Diamond Huller Co. 
WINONA, MINN., U.S.A. 


Builders of the Diamond 
Ball-Bearing Attrition Mills 
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Can Any Dealer’s Folks 
Beat This Record? 


Roy and Edward LaBudde, La- 
Budde Feed & Grain Co., Milwau- 
kee, recently announced that their 
father and mother, Mr. and Mrs. Louis 
LaBudde, Elkhart Lake, Wis., cele- 
brated their 56th wedding anniversary 
and challenged anybody to tie that 
record. Herbert Nolte, Nolte-Have- 
mann. Co., Oshkosh, Wis., promptly 
answered the challenge. 

“My parents, Mr. and Mrs. A. C. 
Nolte,’ he wrote, “were married on 
mother’s 18th birthday which was June 
6, 1870. They celebrated their 60th an- 
niversary last June. Both are in good 
health considering their age. Dad is 
84 years old and we expect to celebrate 
the 6lst wedding anniversary this June. 
Twelve children were born to this union 
and six of them are living. Dad walks 
down to the store, a distance of six 
blocks several times each week and 
mother has attended more card parties 
this past winter than she did when she 
was 50.” 

Both Mr. and Mrs. LaBudde are still 
hale and hearty, and a large host of 
friends and relatives gathered at their 
home March 19 to help them celebrate 
their anniversary. Mrs. LaBudde is 74 
years old and Mr. LaBudde is 83. 
Seven children out of a family of eight 
are living. 


NICOLLET 


at the Gateway of 
MINNEAPOLIW. 


When in MINNEAPOLIS 
why not gratify that long felt 
want of an atmosphere of 
friendliness, comfort and re- 
laxation by staying at the 
NEW NICOLLET. 


Six hundred rooms complete 
in every detail at exception- 
ally reasonable rates. a 
ful beds. 


Moderately Restau- 
etant and Coffee Shop. 


Three blocks from both 
depots. 


Tourist Bureau directly op- 
posite. 


W. B. CLARK, Manaigit: 


fi 
| HOME OF WCCO STUDIOS | 
| 
New 
Rapid Cut | 
e 
: 
Medium XX 


Prescribes Lowering of Tariff 
As Cure for Depression 


E. MALLON, Pillsbury Flour 

Mills Co., Minneapolis, chair- 

man, export trade committee, 
Millers National Federation, suggests 
“the way out” of the depression in an 
extensive report recently issued. 

He recommends the (1) “gradual re- 
duction of the tariff to revive our ex- 
port trade, create employment, restore 
prosperity and safeguard the gold stan- 
dard; (2) cancellation of government 
war loans to remove great obstacles 
from the path of business revival; (3) 
balancing the budget by reducing ex- 
penditures to meet income rather than 
increasing taxation; (4) withdrawal of 
the government from business and lim- 
iting it to the functions for which it 
was devised; (5) cultivation of better 
relationships with business. 

“It should be evident to all by this 
time,” Mr. Mallon points out, “that 
this is no ordinary depression, that tem- 
porary expedients alone will not en- 
able us to bridge the gap until business 
improves, that remedies of a more deep 
seated and far-reaching character are re- 
quired.” 

He blames the passage of the taritf 
of 1922 as one of the principal causes 
of the present depression. 

“The tariff of 1922,” he maintains, 
“was as much a blow to American in- 
dustry as to European, because any- 
thing that limited imports in turn lim- 
ited exports. The result has been the 
steady elimination of markets for 
American products, gained under con- 
ditions during the: World war that may 
never be repeated in our lifetime. 

“The first forward step is the grad- 
ual reduction of tariff but only for those 
countries which make similar reduc- 
tions, and on products for which our 
country is particularly favored for ex- 
ports. Our expected import balance of 
trade places us an in enviable position 
to assist our exporting industries. To 
start the wheels of industry, banish un- 
employment and_ return prosperity, 
gradual tariff reduction must immedi- 
ately be undertaken.” 

Cancellation of foreign debts is also 
considered by Mr. Mallon as a vital 
need to bring about recovery in busi- 
ness. He calls attention to the state- 
ment made by Andrew Mellon, who 
said “that the entire foreign debt is 
not worth as much to the American 
people in dollars and cents, as a pros- 

. ve as a customer.” 

“Tf then, war loans stand in the way 
of prosperity in Europe,” Mr. Mallon 
contends, “let the war loans be can- 
celled as soon as possible, when we 
can obtain the best bargain and enjoy 
the greatest prestige of our kindly act, 
rather than wait until our hand is forced 
and we become the laughing stock of 
the world for our stubbornness and ig- 
norance.” 


The government should keep its hands 
off business, Mr. Mallon maintains. 

“Each extension of government ac- 
tivity means an increase in taxation,” 
he argues. “Each extension in govern- 
ment causes misgivings in the hearts 
of business men who wonder when they 
will be stepped upon next. The result 
has been a long record of losses and 
heavy expenditures by the government, 
a retarding of business energy and en- 
thusiasm and a heavier jioad for the 
taxpayers.” 


Illinois Grinders Reelect 


Dan Zehr 


(Continued from Page Twenty-three) 


department, University of Illinois. He 
told of the dairy feeding schools which 
have been conducted by the university 
in various sections of the state and told 
the feed dealers that if they were in a 
position to advise their customers as to 
feeding costs, selection of proper feeds 
and proper feeding methods they would 
then have an unusual opportunity to 
build for themselves a permanent busi- 
ness and render their customers a real 
service. He described methods of bal- 
ancing concentrates and farm grains to 
give the customer efficient feeds at low- 


ARYLEN 


Barrels 
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Packed in 
100 1b. bags 
and 150 Ib. 


est prices and closed by saying: “If 
you can get the farmer to feed wisely 
you will both make money.” 

Advertising methods and _ planning 
were discussed by Ivan L. ReVeal, 
Mackinaw, who suggested that feed 
retailers give at least as much thought 
to their advertising as to other phases 
of their business. 

Don’t just sit down on a sack of feed 
and scribble off a dozen lines of copy 
for the printer and call it advertising. 
Plan it far enough ahead that you can 
put some thought into it. There is little 
new or novel you can say about feeds, 
but new words and phrases for the 
same old ideas will make people think 
about your business, remember your es- 
tablishment when they need feed and 
give you a far better opportunity to 
get them for customers.” 

In the closing session Mr. Zehr was 
re-elected president; Mr. Woodruff was 
re-elected secretary-treasurer, and Rus- 
sell Knoble, Freeport, was elected vice 
president. Members of the nominating 
committee were: H. W. Bryant, Kirk- 
wood; Charles R. Leake, Dixon, and 
N. B. Easling, Pekin. 


JAMES H. HORNBY, 76, president, 
J. H. Hornby & Sons Co., New Brigh- 
ton, Pa., died at his home, April 26. 
Mr. Hornby was born in England and 
was widely known among members of 
the eastern trade. He is survived by 
two sons. 


SHE DOESN’T HAVE TO CALL 
THEY KNOW WHAT THEY LIKE! 


Be sure to include Dairylea Dried Skim Milk in your poultry feeds. Prac- 
tical poultrymen insist on DAIRYLEA. Keeps chicks strong and healthy from 
the start. Carried by principal feed dealers throughout Eastern territory. 
Detailed feeding instructions sent on request. 


FILL OUT COUPON AND MAIL TODAY : 


1 Dairymen’s League Cooperative Association, Inc. FB - 
1 Room 2140, 11 West 42nd St., New York City 
; Please send free bulletin and prices on Dairylea 
1 Dried Skim Milk. 

I 

I 


Name 


Address. 
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Discuss Feeding Value 
Of Dry Skim Milk 


Dry skim milk for the feed indus- 
try was given considerable attention at 
the seventh annual meeting of the 
American Dry Milk Institute, Inc., held 
at the Bismarck hotel, Chicago, April 
28. 

A round table discussion on dry skim 
milk for animal feed was conducted by 
C. M. Peterson, Ward Dry Milk Co., 
St. Paul. M. Braun, Bowman Dairy 
Co., Chicago, summarized the luncheon 
discussion at the afternoon session and 
E. A. Pool, Dairymen’s League, New 
York City, explained plans used by his 
organization in selling dry skim milk 


through feed dealers of the New York 
milk shed. 

C. W. Sievert, in charge of the ani- 
mal feed division of the American Dry 
Milk Institute, reported on his work 
during the past year, announcing that 
sales of dry skim milk to the feed in- 
dustry had increased 65 per cent in 1931 
ag compared with 1930. 


TAX FEED PEDDLERS 

Orange county, California, has passed 
a law which requires every peddler, sell- 
ing hay, feed and grain by wagon to 
pay a license fee of $100.00 per year 
per vehicle. Those having a regular 
established place of business are ex- 
empt. 


Cottonseed 


ALL GRADES 


Arrival Drafts 


Quick Shipments 


Established 1898 


Humphreys-Godwin Co. 


INDIANA 
Bert Mishler has purchased the St. 
Bernice elevator and is stocking a com- 
plete line of feeds. 


Cambridge Feed Mills, Cambridge, 
recently held a good will banquet for 
its customers. More than 200 farmers 
attended. 


William Bherns who operates a feed 
business at Churubusco, was seriously 
injured when the automobile which he 
was driving collided with a truck. He 
is expected to recover. 

William Hawkins has been appointed 
manager of the Upland Farmers Coop- 
erative Co., Upland, to succeed Frank 
M. Porter who recently resigned. 


George H. Evans, Evans Milling Co., 
Indianapolis, was recently elected pres- 
ident of the traffic club of that city. 

Frank Hutchinson, Lawrenceburg 
Roller Mills, Lawrenceburg, has been 
elected chairman of the board of the 
Millers National federation. 

Elnora elevator, Elnora, owned by 
the Lemon Milling Co., Bedford, was 
destroyed by fire. Loss was estimated 
at $8,000. 

The Indiana Grain Dealers associa- 
tion mourns the loss of Charles A. Ash- 
paugh, Frankfort, and W. G. Parent, 
Union City, two veteran members, who 
passed away recently at their homes. 

I. E. Woodard, Acme-Evans Co., In- 
dianapolis, returned recently from a trip 
abroad. 

O. A. Church, Chicago, has joined 
the staff of the Noblesville Milling Co., 
Noblesville. He was formerly con- 
nected with the Larabee Flour Mills, 
Kansas City, Mo. 


ce} ‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGER BROS. CO., Keokuk, Ta. Gluten Feed 
ROSENBAUM BROTHERS, Chicago, Grain 
HENRY LICHTIG & CO., was Milo and Kaffir 
FAIRMONT CREAMERY CO., rae Dried Buttermilk 
JOHN F. CRAIG & CO OMPANY. Philadelphia, Blackstrap Molasses 
MUTUAL RENDERING CO., Philadelphia, Pa....................... eat Scrap 
OYSTER SHELL PRODUCTS Oyster Shells 


We Solicit Your Inquiries 


CANADIAN & DOMESTIC MILLFEED 
ALPINE BRAND OAT PRODUCTS 
SCREENINGS 


Maximum Service and Individual Attention 


J. A. FORREST 
Feed Merchant 


SECURITY BLDG. Since 1900 


MINNEAPOLIS 


Shellibuilder 


is selected, bright in color, odor- 
less, perfectly. screened, germ- 
proof, highly digestible, pure. It 
is packaged to sell. 


Write fora page (three sizes) and 
a price. You'll like them both. 


SHELLBUILDER, INC. 
Cotton Exchange Bldg. 
Houston, Texas 
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MEMPHIS, TENN. 
q 
Shop, 


(DEHYDRATED STERILIZED ALFALFA) 


SUCCESSFUL PROGRES- 
SIVE FEEDERS every- 

== where are demanding that 

3 their flocks be protected ‘4 
with VITA-GREENS be- 
cause of its high vitamin - 
potency. 


VITA-GREENS contains 
many times the vitamin 
‘A’? found in sun-cured 
Alfalfa Leaf Meat. This 
fact has been proved con- 
clusively. 


THEREFORE VITA- 
L GREENS costs far less per 
= vitamin unit than the 
sun-cured product. 


HALF AS MUCH GOES 
TWICE AS FAR. 


Grain 


Incorporated 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN. 


MANUFACTURED BY 
CALIFORNIA - HAWAIIAN 
MILLING CO., Inc. 

= SANFRANCISCO - CALIFORNIA 


ll ll 
Straight Cars--Mixed Cars 


Sudden Service 


Bran—Midds—Oil Meal 
Alfalfa Meal—Gluten 


Hominy 
Feed Oatmeal—Oat Feed 
Nopeo Cod Liver Oil | 
Peat Moss— Charcoal 
Meat Scraps—Pearl Grit The Burton Mixer eo 
Pilot Reet Oyater Guaranteed Thoro- Mixing 
Shells ie’ 
Corn—Oats—Wheat Self Cleaning 


i Dried Buttermilk 


NEW LOW PRICES 


MIXER AND DEALER ON NEW 1932 MODELS 


LA BUDDE FEED g GRAIN C0. Burton Feed & Mixer Company 


17580 Monica Ave. Detroit, Mich. 
[| MILWAUKEE, WIS. 


State Agencies Open For Well Established 
usiness Houses 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED BUSINESS FOR SALE 
Complete feed business for sale. Last year’s 
sales $85,000. Retiring reason for selling. S. H 
VAN GORDEN & SON, Alma Center, Wis. 


FEEDS AND FEEDING 


Latest complete illustrated edition of Feeds 
and Feeding by Professors W. A. Henry and 
F. B. Morrison for sale by The Feed Bag at $4.50 
per copy, f. 0. b. Milwaukee. Special price for 
one copy of Feeds and Feeding in combination 
with a one year subscription to The Feed Bag 
$5.50. Send check or money order with order to 
THE FEED BAu, Milwaukee, Wis. 


J. P. HESSBURG, Hiawatha Grain 
Co., Minneapolis, has been chosen as 
chairman of the Hennepin county Dem- 
ccratic committee. 


WALTER UEBELE, Burlington 
Feed Co., Burlington, Wis., was robbed 
of more than $200 in cash and $1,200 
in checks and other valuables when bur- 
glars forced an entrance into his office 
April 15 and cracked the safe by cut- 
ting away the combination with an 
electric drill. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’ 


GROUND OAT GROATS 


Low Fibre Content 
NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF: 


Mother’s Best Fiour 


ROBERT C. CRAWFORD, Chi- 
cago, vice president, Oyster Shell Pro- 
ducts Corp.; A. J. Hazel, secretary, B. 
F. Gump Co., Chicago, and Leslie Ladd, 
one of the owners of the Northern IIli- 
nois Cereal Co., Lockport, IIl., were re- 
cent visitors at the offices of The Feed 
Bag. 


FRANK M. ROSEKRANS has been 
appointed manager of the new feed de- 
partment recently opened by the New 


Century Co., 3940 South Union avenue, 


Chicago, in connection with its flour 
and export business. Mr. Rosekrans 
was formerly manager of the Bertley 
Co., and prior to that was in charge 
of the Pratt Food Co., Hammond plant. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


MARK REGISTERED 


BADGER BRAND 


Selected Seeds 
and Seed Corn 


L.Teweles Seed Co. 
Milwaukee, Wisconsin 


10% TO 14% PROTEIN 


GROUND 
SCREENINGS 


DRIED MALT CHAFF 

REGROUND OAT FEED 

ELEVATOR TAILINGS 
All palatable feeds for maintenance and 


production and substitutes for 
Hay and Roughage 


Carloads $2 to 3g Per Ton 
MANEY BROS. MILL & ELEV. CO. 


MINNEAPOLIS, MINN. 


Quality Does Count 


In tests completed at Madison—in which 

actically every Cod Liver Oil sold in the 

tate was tested— 

NOPCO COD LIVER OIL used at a 
level of 144% added to the basal ration 
showed better results (higher percentage of 
ash in Tibia) than any other oil used at a 
level of 1% added to the basal ration. 

Think of it—Nopco at 4% better than 
any other Oil at 1%. You can always de- 
Ie upon Nopco—it is the best Cod Liver 

lon the market. Ask us for prices. 


FEED SUPPLIES, INC. 
506 Chamber of C ce 


Milwaukee Wisconsin 


ALFALFA Meal 
and Leaf Meal 


made from dehydrated 
alfalfa. Your inquiries 
solicited. 


WARD MOORING 


BRYAN, TEXAS 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
EstTaBLisHep 1894 

PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 N. MILWAUKEE STREET 
Broseway 1076 WISCONSIN 
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CLO-TRATE RADIO PROGRAM 

Health Products Corp., Newark, N. 
J., invites feed dealers to listen in every 
Saturday evening to its regular radio 
broadcasts which dramatize the adven- 
tures of the “Danger Fighters” in curb- 
ing the spread of disease among cattle 
and human beings. Programs may be 
heard at 8 p. m., eastern time, over sta- 
tions WJZ, New York; WBAL, Balti- 
more; WHAM, Rochester; KDKA, 
Pittsburgh; WGAR, Cleveland; 
WCKY, Cincinnati; 7 p. m., central 
time—WJR, Detroit; WLS, Chicago; 
KWK, St. Louis; KOIL, Council 
Bluffs, WREN, Kansas City; KSTP, 
Minneapolis-St. Paul; WTMJ, Milwau- 
kee; WIBA, Madison; WEBC, Duluth; 
WDAY, Fargo; KFYR, Bismarck; 
WHAS, Louisville; WSM, Nashville; 
WMC, Memphis; WSB, Atlanta; 
WAPI, Birmingham; WJDX, Jackson; 
WSMB, New Orleans; WKY, Oklaho- 
ma City; WBAP, Dallas; KPRC, 
Houston; WOAIT, San Antonio; 6 p. 
m., mountain time—KOA, Denver; 
KTAR, Phoenix; KSL, Salt Lake City; 
5 p. m., coast time—KGO, San Fran- 
cisco; KFI, Los Angeles; KFSD, San 
Diego; KGW, Portland; KOMO, Seat- 
tle; KHQ, Spokane. 


WALTER H. TARLING, general 
superintendent, King Midas Mill Co., 
Minneapolis, recently suffered the loss 
ot his wife by death. His associates 
and friends extend their sympathy. 


MYLES 
LOUISIANA SALT 


*““Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


GIVE CHICKS AND POULTRY 


THE “hody building” 


SUCCESSFUL feeders use and recom. 
mend these two scientifically prepared 
ingredients. 


Armour’s Meat and Bone Scraps 
An ideal ration of high feeding value— 
in two granulations. Not less than 
50% Protein. 
Armour’s Special Steamed Bone Meal 
An appetizing, highly digestible and 
economical ingredient for mixture with 
other feeds to build up the bone struc- 
ture. Guaranteed 65% B. P. of L. 
There are other high-grade Ar- 
mour Feeds too. Write or wire 
us for prices or ask to have 
our representative call on you. 


ARMOUR AND COMPANY 
D 
Union Stock Chicago, Ill. 


Plants conveniently located to 
insure you prompt delivery. 
°32 Depends on You— 
Step Ahead with Armour Feeds 


IF YOUR CHICKENS 


No question of which cod liver oil 
would go into Mother Hen’s mar- 
ket basket! MARDEN’S—good old 
Marden’s—that’s the oil chicks 
thrive on! From the first crack of 
the shell to the close of a busy, 
profitable life, Marden’s Certified 
Cod Liver Oil with its natural, ben- 
eficial balance of “A” and “D” vi- 
tamins keeps them pert and lively. 
A dependable source of vitamin’ po- 
tency—used by leading poultrymen 
and feed mixers for their finest 
feeds. NOW is the time to feed 
Marden’s for healthy growth and 
early maturity. Write for “FEED 
FACTS” and low quantity prices 
today. 


MARDEN: WILD Corp. 


512 Columbia St., - Somerville, Mass. 
212 East Ohio St., - Chicago, III. 


Dependable 


Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


more of Keath 


Pecos Valley Alfalfa Mill 
Hagerman,N.M. 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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HARVARD ILLINOIS | 


WHOLESALE GRAIN & FEED 
THE RIEBS CO. 
Mitchell Building Daly 0336 SHIPPERS 


100% FOR THE DEALERS 


Another 
Pieased Customer 


TOWN’S MILL 
FORESTVILLE, N. Y. 


I know this molasses plant is going to 
prove to be a profitable investment be- 
ause I have been selling molasses feeds 


| 
VERTIC AL TYPE ever since I have been in the business and ; 


I am frank to say that none of the feeds { 
that I have been selling matched the quality 
MOLASSES FEED of the feeds at the same prices that I am 


now mixing. My customers are more t han 


satisfied and are repeating their orders for 
my molasses feeds. 
GROVER TOWN. 


You should read our FB Bulletin. 


S. HOWES Inc. 
SILVER CREEK, N. Y. 
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 CLO-TRATE is not a fortified 
Cod Liver Oil Substitute 


It is a Coneentrated Cod Liver Oil 
that gives you an adequate supply 


of Vitamin A as well as Vitamin D ; 


ESTS conducted under the most scien- 

tific conditions have shown that the com- 
bination of Vitamins A and D as found in Cod 
Liver Oil produces definitely better results in 
poultry feeding than where extra supplies of 
Vitamin D alone are added. CLO-TRATE is 
a cod liver oil concentrate of Vitamin A and 
Vitamin D in avehicle of the finest cod liver oil. 


When you add CLO-TRATE to your poultry 
feed you add an adequate supply of both the 
Vitamins that are now known to be essential 
for best results in protection from disease as 
well as normal growth. 


You get every advantage of straight cod liver 


oil with the extra advantage that the excess 
fats are removed. 


CLO-TRATE mixes readily with any feed. It 
has all the advantages of straight cod liver oil 
without its disadvantages. CLO-TRATE- 
mixed feeds are far superior to those feeds de- 
pending upon their ingredients for their Vita- 
mins A, and for their Vitamin D upon a ma- 
terial supplying Vitamin D alone. It is most 
economical. It will pay for itself many times 
over in the production of strong, healthy 
poultry. 


Write today to the office nearest you for further 
information and quotations. 


HEALTH PRODUCTS CORPORATION 


113 North 13th Street, Newark, N. J. 


A partial view of the plant where the excess fats are removed from 
cod liver oil as a first step in the preparation of CLO-TRATE. 


Reg. U. S. Pat. Off. 


2 CONCENTRATED cop LIVER OIL 


323 West Polk Street, Chicago, IIl. 


A section of the biological laboratories where each batch of the 
concentrate is tested for Vitamin A as well as Vitamin D potency. 
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The great luxury of the rich, 


The wisest economy of the poor— 
Good Bread. 


And it takes Good 
Flour to make 
Good Bread. 
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